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Nor ONLY IS leather scarce, 
synthetic soling material scarce, 
but now there is a positive paucity 
of upper material—fabric, straw, 
hay or otherwise. Chief Krug, of 
WPB, sent a letter out, hoping to 
stimulate shoemaking in all of the 
fields of effort, and shoe men in all 
lines, rationed and non-rationed, 
volunteered to help out. But there 
were no preferences or priorities 
given for material other than the 
good old American hustle, hope and 
hunt system. 

We were in a non-rationed shoe 
factory that makes a product of 
much merit and discovered that 
where, gn an ordinary buying morn- 
ing there would be from eight to 
twelve salesmen, armed with cloth 
samples and swatch pads—that now 





the reception hall was empty and 
the service of supplies conspicuous 
by its absence. Only six months ago 
fabric mills, converters, jobbers, 
commission men, etc., flocked into 
the non-rationed shoe field for the 
extra business that might be de- 
veloped (and because shoes were a 
new field the yardage price was 
increased. But today all of that 
is different. There is no fabric to 
be had at any price and that fertile 
field of fancy shoemaking, using 
fabrics for platform covers, uppers 
galore, is now starved for footage. 


What was once a carload, a bale or 
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a bolt is now a little roll of fabric 
gathered by a hustling factory fore- 
man or superintendent who is 
pounding the garment district for 
odds and ends of runs of fabric 
that can be turned into non-rationed 
footwear. 





AMAZING \ 
PERFORMANCE: 


This amazing shoe industry, half 
shoemaking, half dressmaking, is 
finding the going much more diffi- 
cult; but the amazing thing is that 
somehow, some way, shoes are be- 
ing made and delivered and the 
American public is far from bare- 
foot due to the ingenuities and ca- 
pacities of American shoe men to 
solve their problems as they arise. 

* 7 * 


DR. MARK ELLINGSON, president 
of The Rochester Institue of Tech- 
nology, says: 

“One of the first jobs with re- 
spect to post-war planning which 
should be cared for by retail mer- 
chants is to set up conditions which 
will provide a steady flow of able, 
intelligent and well-trained young 
men and women into the retail field. 

“Although this is one of the larg- 
est fields of human service both 
from the point of view of the num- 
ber of people involved and from the 
point of view of the money ex- 
pended, relatively little has been 
done along these lines. Medicine, 
law and engineering all provide for 
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a steady flow of people into these 
fields, and these professions, them- 
selves, control both the quality and 
the quantity of the individuals and 
the type of training which they re- 
ceive. 

“The field of retailing ought to 
have exactly the same thing. Mer- 
chants spend vast sums of money in 
searching out the finest kind of mer- 
chandise. They pay their successful 
merchandise managers excellent 


salaries. The whole problem of per- 
sonnel should be placed on a simi- 
lar basis, and money should be 
spent each year to accomplish these 
ends. Specifically, I propose that: 


“(a) The stores sell retailing as 





a profession to young people in 
high school. (b) The stores make 
real opportunities in the retailing 
field for excellent people. (c) The 
stores educate and train both in the 
store and in school on a scale far 
greater than has ever been carried 
on before. 

“The olden, golden days when re- 
tailing was so respectable that 
people would choose it in prefer- 
ence to some other profession are 
gone. The retail merchants must 
look at this situation seriously and 
be prepared to act if they are to 
carry out effectively the economic 
function which they profess to ful- 
fill.” 
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BARNEY WORTHMAN of Fulton 
Leather Goods Company, New York 
City, writes: 

“I write to you as a beggar, 
proud of my mission. The Red 
Cross is urgently in need of leather 
for their art and skill programs in 


our military and naval hospitals. “ 


Leather handicraft has been found 
to be one of the most effective me- 
diums for this work. 


REMEMBER, -— 
WE NEED THOSE 
ODVS AND ENDS 
OF LEATHER IN 
YouR 
DEAD StocKs! 





“Manufacturers of shoes and 
leather goods, as well as tanners 
and wholesalers, invariably have 
odds and ends in their dead stocks. 
These leathers could be used to a 
decided advantage in the Red Cross’ 
work to rehabilitate our sick and 
wounded fighting men in the mili- 
tary and naval hospitals. Sheep- 
skins, kidskins, goat, pig and rep- 
tile leathers suitable for smaller 
leather goods such as wallets, let- 
ter cases, key rings and the like, 
are the most practical leathers. 
Small scrap will not serve the pur- 
pose. 

“On behalf of the Brooklyn Chap- 
ter of the Red Cross, the writer has 
very gladly contributed his time 
and effort to -see that they have a 
plentiful supply of leather. Surely 
you can find some leather that you 
can contribute to this very useful 
work, Check your odds and ends 
leather stock now and ship to Amer- 
ican National Red Cross, Brooklyn 
Chapter (Arts & Skills—Salvage), 
57 Willoughby Street, Brooklyn, 
New York.” 


* - * 


k-2 MEEK, executive secretary 
of the Illinois Federation of Retail 
Associations, says: 

“Retailing must do something 
far more impressive to attract peo- 
ple into distribution. I am afraid 
that many people go into retailing 
as a temporary stop-gap. While it 
is going’to be very nice for us to 
do all we can to employ returning 
veterans we should realize that it 
is we who will benefit if we can 
do it, not they! 
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The Customer Be Damned? 


> GOR MORNING, 

Ls aR — 

May 1 
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—Louis Sobol, in his recent New 
York Journal-American column, 
laid stress upon “the discourtesy 
which is rampant in this town of 
ours.” 

—His indignation at the arrogance 
and ieolents of taxi drivers, hotel 
clerks, elevator operators, ticket 
agents, sales people generally, 
and such like, seemed amply justi- 
fied from our daily unhappy ex- 

riences. 

—"But," adds Mr. Sobol, "I have 
noticed that most shoe clerks and 
haberdashery salesmen are easy 
to get along with — a pretty 
gracious bunch.” , 

—Our hat is off to the shoe clerks 
—more power to them— 

—"But on the whole," concluded 
Mr. Sobol, "there is surliness in 

- the air—and there is less reason 
for it now than in other years 
when the rate of pay Was so much 
lower and working hours so much 
longer." 

—Maybe the time is right for some- 
one to come forward and spon- 
sor a Be-Polite-To-One-Another 
Week, War or No War. 


President 








“We have elevated the position 
of our employees. We do not work 
long, long hours. Our stores are, 
for the most part, pleasant places 
where people surround themselves 
with things of beauty and utility. 
The reward for working in a retail 
store, financially, is worthwhile, 
but who knows it but us? 

“We are offering to the return. 
ing war veteran a career which on 
the outside does not seem too in- 
viting. We also are offering to all 
America a system which is the 
finest in the world but which is 
considered second-rate by those 
who claim wastes, excessive profits, 
low wages and actual scullduggery 
in many instances. 

“If we are to sell our industry to 
the people we need so badly we 
must make our industry under- 
standable to their friends and 
neighbors, so that it will be com- 
mendatory to work in a retail store 
and not a fill-in operation. We must 
show why retailing offers a real 
career for alert, military trained 
men and women. 

“You have only to read the news- 
papers, the magazines and listen to 
the radio programs to know that 
other industries are making an eye 
and ear appeal to the citizens of 
America. The si‘ence from the re- 
tail corner is embarrassing. People 
are beginning to believe that re- 
tailing does not sell itself because 
it is too vulnerable to offer the 
goods for sale.” 











mak 


TT 





“Certainly we're partners. We stand sh 





Ider to shoulder in this business.” 
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Looking Ahead 


RETAILING is slowing down at an alarming rate of 
speed. Now it is due to shortage of ration coupons 
as well as shortage of finished footwear on the mer- 
chants’ shelves. Some stores have hit a new low in re- 
tail selling. The odd-lot holiday was an outward sym- 
bol of the public’s hunger for rationed footwear—but 
without coupons! It just goes to show that in good 
times or bad, at least five per cent of the shoes purchased 
have a bargain table destination due to wrong size, 
wrong shape or wrong type. 

There is not much merchant interest in Easter as a 
fashion festival because the wise merchant has already 
compromised with the factory for a few more pairs of 
staple, easy-cutting shoes instead of pretty window shoes 
that he ordered last November. You can see how this 
thing is pyramiding—the lack of .manpower makes it 
imperative for a factory to build shoes that have a mini- 
mum of labor handling and many a factory has elimi- 
nated all fancy cutting, all colors and most items of 
expense. There is good reason for such factory econ- 
omies because the cost of wood heels and ingredients 
ofall sorts has gone way out of bounds. Shoes must be 
made; so these items must be purchased, no matter what 
their cost. The merchant can help very materially in 
planning his Fall orders, if he restricts them to types of 
shoes that represent an economy of cutting, making, 
handling, etc. 

The manufacturer has maintained a ceiling and the 
retailer has walked down the same line of adherence 
to the law of OPA, and certainly no industry can point 
to a better record of good market practice. In fact, at 


the present moment, shoes are being produced without 
_ thought as to margin of profit therein. The 1944 rec- 


ords of the larger concerns in the shoe industry show a 
falling off of profit so alarming as to indicate red ink 
figures in 1945. 

Now when you add all these things up, the answer is 
a need for a more realistic attitude toward leather and 
shoes, if the public is to be given its necessary Fall and 
Winter footwear. For stores can go light on promotion 
and can restrain customers, particularly children, to get 
more wear per pair in the Summer time. But another 
Winter as severe as this one, and footwear will become 
& national issue. 
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Somewhere along the line there is a lack of coordina- 
tion. In the event of European peace, the tremendous 
shoemaking organizations in Czecho-Slovakia, Germany, 
etc., will resume civilian production and will absorb 
immense quantities of world leather for years to come. 
American manpower supply, especially for shoemaking, 
is in a critical situation now and will be aggravated in 
the acute shortage ahead. Retail stocks of ration shoes 
will decline and that means that good shoe fitting is a 
matter of chance and circumstance. This will influence, 
still further, a reduction of retail store stocks. 

The immediate outlook on the war fronts should not 
lull shoe and leather men into a belief that things are 
due for a tremendous change, and that means a return 
of conditions to Post War No. 1. No indeed, the out- 
look for Fall and Winter footwear for the military as 
well as the civilian, is much more serious and is worsen- 
ing day by day. 

When the rubber situation was in a critical phase, 
Barney Baruch was called in to point the way to the up- 
building of a synthetic rubber industry and a careful 
husbanding of rubber and latex, then at hand. If the 
shoe picture continues its present way, a similar all-over 
study must be made; because one thing America cannot 
do and that is go sub-normal on footwear. Shoes are 
too vital to our existence and capacities. 

It is so easy to be lulled into a sense of security when 
you see millions of pairs of non-rationed shoes filling 
up the vacant spots on the shelves. Fortunate, indeed, 
are we that we had these ingenious foot coverings in 
such abundance. They will serve a great Summer use- 
fulness; but for next Fall and Winter the time is NOW 
for planning the way. 

When another ration stamp is issued it will be obvi- 
ous, even to the public, that there are not enough shoes 
on the merchants’ shelves to compensate for the pieces 
of paper that are out. It is going to be of great impor- 
tance that the stamp be timed to its best need and that 
stores the nation over be given some opportunity to get 
into a stock position that will permit proper fit and 
service to the public. The shoe industry wants to pre- 
serve its present strong standing with the public by 
having good shoes for Winter wear, planned now! - 
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THE fact that more manufacturers are making 
unrationed street and dress shoes indicates, as much as 
any one thing, the increasing shortages in upper and sole 
leathers. A lessening number of coupons per customer 
per year is another factor which has induced manufac- 
turers who have not previously produced shoes of this 
character to convert part of their Spring or Summer quotas 
to unrationed types. In doing so they are also complying 
with recent requests of the War Production Board, which 
has urged shoe manufacturers generally to devote a larger 
share of their productive capacity to non-leather shoes. 
Among these manufacturers this quota has been a com- 
paratively small percentage of the whole, with a delivery 
period usually limited to one month. Even such limited 











Popular patterns in rationed shoes 
translated into unrationed types in 


attractive colors and fabrics on durable, clean-finished substitute soles. 
Reading from left to right: All-over white sling pump on platform 
from DelLiso Debs; dark gabardine sandal trimmed with contrasting stitching 
outlining cutouts from Carmelletes; white platform sandal from Life Stride; 
~ dressy casual from Penaljo; nailhead-studded pump in natural trimmed with 
Turftan and dark cross strap stepin trimmed with nailheads—both from Styl-Eez. 


pairages are proving to be a problem, since fabrics for 
uppers and substitute sole materials are often hard to find, 
This problem of supply is more difficult for manufac. 
turers who have not been regular customers for these 
materials. 


Whichever way the shoe manufacturer turns these days 
he is finding the going tough, and there is little hope of 
its becoming easier within the next six months or longer. 
Back of fabric shortages are the increased needs of the 
armed forces, the lack of machinery for the manufacture 
of whatever fabrics are available for civilian use and the 
manpower shortage which is being felt increasingly all 
down the line. The same situation is to be found in the 
substitute sole industry. 

In introducing unrationed shoes into their lines, manv- 
facturers have usually taken only a few . . . two or three 
very often ... patterns from their rationed types. Depend. 
ing on the delivery period, these are being made up in 
dark colors, white, or both. One manufacturer, delivering 
these shoes in June, is taking orders for black and navy 
only. Another, delivering in May, is taking orders only in 
[TURN TO PACE 60, PLEASE] 
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NEW ANGLES ON 
UNRATIONED 


Some Revised Thinking on Unra-, “ 

tioned Shoes Has Been Going on Re- \ H () \ 
cently. Some Manufacturers of Street and 

Dress Rationed Types Are Repeating Popu- 

lar Patterns in Unrationed Shoes. More May Fol- 


low If They Can Get Materials. 


White, a number one style color in - 
ready-to-wear this year, is attrac 
tively trimmed in multi-color Beau- 
vais embroidery touched with sequins 
in this New York-designed dress of 
spun rayon and cotton. A variety of 
colors, including white and black, in 
unrationed dress shoes could be 
worn, complementing dress colors. 


by 
ELEANOR RUTLEDGE 
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How a Novelty, Because of the - 
The original Winthrop Klomp 


in this U-throat pattern, was Fitting Qualities of Its Last and the Merit of Its 


introduced in *the year 1938. 


This illustration from Boor ° 
AND SHOE Recorper, September Pattern, Produced a Family of Shoes, Each of 


13th, 1941, shows the second 
stage of this shoe; the moccasin x ‘ ; ® 
front was a natural application, Which Is a Country-Wide Favorite in Its Own Right. 


launched it as a volume shoe. 
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from “Promotion” to “Volume Staple” in Seven Years 


by 
JOHN REILLY 


On the opposite page—Striking citizens 
these; for active sports, work or leisure 
wear, this line-up of grains and grains 
with reversed leather aprons are capable 
of a double job these restricted days. 


Above—“Oskow” and white reversed leather in 
combination, illustrate how effectively this pattern 
makes up in a sport shoe. It holds many possibil- 
ities when designers can turn their attention again 
to development of new promotional novelties. 
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In the Fall of 1938, Winthrop Shoe Company, Division 
International Shoe Company, with a background of suc- 
cessful promotion of slack shoes, introduced the Klomp, 
which applied the seamless “U”-throat pattern to the 
Dutch Boy last for the first time. At that time, the Amster- 
dam, or Dutch Boy, enjoyed considerable acceptance in 
street and sport types. 

Originally, it was introduced as an “extra pair” shoe 
of a strictly promotional nature. It was startlingly new and 
different, even in that era of fast styling in which the 
unusual lodking barge type was a popular favorite. Its 
lines were clean, its heel novel and the manner in which 
its walled last rose at the forepart gave it a refreshingly 
new toe expression. Made in a rich luggage leather, and 
often stained with saddle soap or pigment, this shoe gained 
immediate popularity. 

But it was not its novelty, or the attractiveness of its 
appearance alone, which caused it to become such an imme- 
diate favorite. It was, in fact, a sénsational fitter. And, 
because of its excellent proportions, back parts hugged 
the heel well; walling at the toe gave ample room, and an 
attractive “break” across the instep. Its rocker bottom, 
rounded slightly and with plenty of toe spring, made it 
an ideal shoe for active sports and for walking. In many 
ways it had the earmarks of a shoe destined to become a 

[TURN TO PAGE 60, PLEASE] 
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SHOE RETAILING in the 
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IMMEDIATELY following the removal of wartime restric- 
tions, we shall undoubtedly experience a brief period in 
which reconstruction, replacements and accumulated sav- 
ings in the hands of consumers will produce a temporary 
boom. After these pent up demands have been satisfied, 
retailers will probably face a highly competitive era which 
only efficient organizations will be able to survive. 

There have been many fantastic predictions of new forms 
of distribution and forecasts of astronomical increases in 
coming levels of employment and income. But since future 
changes generally logically follow the pattern of long range 
trends, the safest method of predicting coming develop- 
ments is to analyze past and present trends. So let us con- 
sider certain basic trends in various types of stores that are 
evident from the periodic surveys of the U. S. Census Bu- 
reau and other agencies. 


Independents and Chains 


According to the U. S. Census, the proportion of total 
sales by independent stores in all classifications to total 
retail sales was 77.6 per cent in 1929, 71.2 per cent in 1933, 
73.3 per cent in 1935 and 74.7 per cent in 1939. However 
the average annual sales per store of all chain stores in- 
creased 13 per cent from 1929 to 1939, while the average 
annual sales per independent store have decreased 30 per 
cent. This decrease in the annual sales per store of inde- 
pendents is a more significant trend than a comparison of 
their total sales with chains. Chain organizations in the 
grocery and many other fields have discontinued their 
small, unprofitable units and improved their position by 
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CHAPTER XXill 


Size Stores: 


i | Sales over $100,000 
(TOTTI sates $ 50,000 to 00000 


BSSSEE Sales $20,000 10450000 
Eig I ie 


increasing their sales per store through the many efficien- 
cies mentioned throughout this discussion. 

The proportion of total shoe store sales in independent 
shoe stores to total shoe store sales decreased from 53.5 
per cent in 1929 to 41.2 per cent in 1939. The greater de- 
gree of specialization by chain shoe stores, as discussed in 
the previous chapter, has largely been responsible for their 
growth. 

In comparing the financial statements of large retail or- 
ganizations with the Census of Distribution surveys of all 
stores, it has been observed that there has been developing 
a very marked increase in the concentration of business 
within many retail trades into a few large chain organiza- 
tions. For instance, in 1939, two chain organizations sold 
48 per cent of all variety store sales, three organizations 34 
per cent of all department store sales, five organizations 24 
per cent of all grocery sales, and four organizations 18 per 
cent of all shoe store sales. This growing concentration 
of retail business into a few large retail and manufacturing 
concerns will doubtless continue unless smaller organiza- 
tions greatly increase their efficiency. 


Types of Independents and Chains 

We get a better picture of the relative progress of inde- 
pendent and chain stores when we break their sales down 
into the various types of independents and chains, as illus 
trated in Chart XXVII. 

Both those organizations operating two and three stores, 
classified by the Census Bureau as multi-unit independents, 
and those with four or more units in local areas, classified 
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Trade Faces a More Competitive Era, Which Also 
Promises Greater Opportunities for Merchants with 
Vision and Courage, Mr. Hahn Concludes, in Final 
Chapter of His Series "Retailers, Prepare Now!" 


as local chains, have made greater progress than the single 
independent stores or sectional and national chains. These 
local small groups of stores have adopted many efficiencies 
of large chain organizations. Their average sales per store 
compare favorably with the sectional and national chains. 
The ability of the owners of locally situated groups of 
stores to supervise their buying and selling functions per- 
snally will continue to offer them an advantage over the 
national chain organizations and large department stores, 
and they will probably continue to progress. 

Leased departments are a relatively small group, except 
in departments such as millinery where rapid turnover is 
imperative, and departments such as shoes, where small 
turnover is necessary. Of total shoe store sales, 8.5 per cent 
were in leased departments in 1939. There has been a con- 
sistent growth of leased shoe departments, especially in 
smaller department stores and specialty stores. Such de- 
partments, as well as leased shoe departments in general 
merchandise stores, and in men’s, women’s and children’s 
apparel stores, offer excellent opportunities for shoe retail- 
ets whose capital is insufficient to profitably operate exclu- 
sive shoe stores. 

Manufacturer-controlled chains of stores have increased 
their proportion of total retail sales more than any other 
classification. Of total shoe store sales, 10.7 per cent in 
1939 were in manufacturer-owned stores. But the last ex- 
pense analysis that was compiled by the Census Bureau in 
1935, shows the average expenses of all manufacturer-own- 
ed stores in all trades to have been 40 per cent, which was 
an unsound amount and much higher than in any other type 
of stores. Whether stores are operated by a manufacturer, 
independent retailer or chain organization, only those which 
are able to offer their customers the maximum in value and 
service will progress during the coming competitive era. 


Stores by Sales Size 


In order to determine why chains have made such head- 
way in the shoe trade and others, we have compared in 
Chart XXVIII the total shoe store sales, broken down into 
four groups by sales size per store. 

The total sales of those shoe stores, including indepen- 
dents and chains, with sales in excess of $100,000 per store 
have increased from 22.4 per cent of total shoe store sales 
in 1933 to 28.5 per cent in 1939, and the proportion of total 
sales of the smallest sized group of shoe stores, with sales 
below $20,000 per store, have decreased from 23.4 to 16.2 
per cent. A large proportion of the independent shoe stores 





March 1, 1945 








by Edwin Hahn 


President, WM. HAHN & COMPANY 


WASHINGTON, D. C. 


that have discontinued business during this period have 
been those with annual sales below $20,000 per year. 

This increase in the total sales of larger shoe stores is 
not confined to chains. The Census did not break down the 
shoe stores by sales size in 1933 into departments and 
chains; but from 1935 to 1939 the Census shows that the 
average annual sales of all independent shoe stores have 
increased considerably more than chains, especially in 
stores with annual sales over $50,000. The fundamental 
reason for the elimination of so many independent, small 
shoe stores is that a family shoe store with sales under 
$20,000 per year has difficulty in maintaining adequate sizes 
to enable it to properly fit its customers. 


Smallest Stores Face Difficult Future 


However, of all independent shoe stores in 1939, ap- 
proximately 42 per cent were family shoe stores with an- 
nual sales under $10,000 per year. In a commodity such 
as shoes, where the rate of turn-over is so low due to the 
number of sizes required, these very small family shoe 
stores are economically unsound and will continue to ex- 
perience difficulty in the future. 

The chains have improved their relative position in total 
sales in the retail shoe trade. But while many independent 
shoe stores, whose low volume of sales has made it impos- 
sible for them to make a satisfactory profit, have been 
forced out, the Census proves that the remaining indepen- 
dent shoe stores, in reality, have improved their relative po- 
sition in comparison with chains, since their average sales 
per store have increased more than the chains. 

Let us again state that fundamental principle in retail- 
ing: “A store that cannot develop a certain minimum 
amount of sales, sufficient to permit it to maintain an ade- 
quate stock, cannot succeed.” This principle applies to all 
retail business, but the minimum amount of stock required, 
and therefore, the minimum possible amount of sales varies 
in different trades. 

According to the Census of 1939, 57 per cent of all inde- 
pendent retail stores in a!] trades did a business of $10,000 
per year or under, and the average annual sales in this 
group was slightly under $4,000 per year. Over a period 
of years the number of independent stores with this average 
of sales has increased at a greater per cent than the larger 
stores. During this same period a considerable proportion 
of small independent shoe stores have been forced out of 
business with the result that today the remaining inde- 
[TURN TO PAGE 58, PLEASE] 
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Shoe department at Erlebacher’s, Washington, D. C., which has become a center for 
exclusive merchandise. 


women’s specialty shop, five years ago, 
he found that by analysis of his de- 
partment and of the store, customers 
were largely interested in high style 


exclusive merchandise. He also found 


that every pair of play shoes, closed 
oxfords and house slippers on the 
stockroom shelf was crowding off the 
store’s most popular item, a pair of 


sandal-type dress shoes averaging at 
least $15.00 per pair. His first action 
A Washington Firm Became Headquarters was to stock only merchandise which 
for Distinctive Styles and Tripled Its Sales could be coordinated with exclusive 


[TURN TO PAGE 62, PLEASE] 


Tuat this is an age of specialization 
in many fields, and that specialized 
merchandising is the type which will 
pay biggest dividends in the coming 
period has-been demonstrated conclu- 
sively by an enterprising retailer in 
Washington, D. C. What is more, he 
has shown that the specialization tech- 
nique has a place in shoe merchandis- 
ing; that customers appreciate a store 
in which their tastes determine the 
type of merchandise to be stocked. 

“By specializing in unusual open 
toe and heel sandal type women’s 
shoes and eliminating low volume 
lines, our shoe department has tripled 
its sales volume in the past five years,” 
says James A. Griffith, shoe buyer of 
Erlebacher’s, in Washington. 

When Mr. Griffith took over man-' 
agement of the shoe department, in Cleverly executed shoe displays are used by the store 
Erlebacher’s, a small but exclusive to draw attention to its high style merchandise. 
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ONE of the less profitable speculations currently indulged 
in by frustrated trade statisticians concerns itself with 
attempting to determine to what extent the nation-wide 
manpower shortage would be alleviated were all men’s 
shoe manufacturers to adopt the policy of one who recently 
wrote his salesmen advising them to go out and get them- 
selves jobs in a war plant, because, being unable to get 
material for anything else, he expected to be busy making 
only military footwear. 

While this story may be apocryphal, it serves to point 
up a condition which is anything but doubtful—an impend- 
ing and critica] shortage of men’s shoes, which conceivably 
night coincide with an expanding demand for that type of 
merchandise, indeed there seems to be a not too remote 
possibility that hundreds of thousands of men and boys 
will be faced with a three-way choice—repairing and re- 
repairing leather shoes already owned; wearing shoes of 
materials other than leather, if obtainable, or going bare- 
foot. The pinch is here. 

This Hobson’s choice is dictated by four factors which, 
while familiar to all in a general way, have been correctly 
interpreted by comparatively few. There is the shortage 
of hides and skins of which leather is made. There is the 
manpower shortage evident in tanneries and shoe factories. 
There is the wholly inadequate inventory of shoes on the 
shelves of retailers and wholesalers. And, finally, there 
is the largely stepped up buying program of the United 
States Army, a program made necessary by the increasing 
size of the army and as an offset, it may be, to the losses 
fumored to have been incurred during the Battle of the 
Bulge when large supply depots were among the loot taken 
by the Germans. 


THE first two of the factors mentioned—shortage of mate- 
fials and of manpower—need not be dealt with in detail. 
They are understood and appreciated by everyone. To the 
third factor, however, too little attention has been paid. 
The stepped-up tempo of business during the last two 
Months of last year and the first two of this year, has 
tduced retail inventories to a dangerous point. As of 
ruary 1 it has been estimated that inventories of leather 
thoes were fewer than 150,000,000 pairs. Of these at least 
000,000 were women’s, misses’ and children’s, leaving 
tot more than 40,000,000 pairs for the men and boys of 
the country—less, according to the Bureau of the Census, 
than one pair per person. 
If inventories could be built up in time for Spring and 
Summer selling, this would not be so serious, but it is 


doubtful if they can be. In fact, it is practically a certainty 
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and Wholesale 


Factors 


ritical Men's Shoe Shortage Looms 





Limitations of Leather and Manpower, Decline 


Inventories and 


Increasing Shoe Requirements of the Armed 


in Serious Situation 


that they cannot be because of the fourth factor—the army 
buying program—approximately 3,000,000 pairs per month. 
This average, if maintained throughout the year, thus 
achieving a total of 36,000,000 pairs, does not seem exces- 
sive in view of the fact that the trade is accustomed to 
think of the industry as a whole as a producer of close to 
half a billion pairs of shoes of every type. 

But, when women’s, misses’, children’s and infants’ shoes 
of both leather and fabric are deducted, and the remaining 
theoretical productive capacity is viewed in the light of 
the first factor—the leather shortage—it becomes significant 
to say the least. It isn’t all clear sailing for the Army, 
either, as proven by the fact that the Boston Quarter- 
master Depot, headquarters of Army shoe procurement, 
early in February announced radical revisions in its speci- 
fications covering the manufacture of service shoes and 
combat boots. The Army will now accept weights and 
grades of leather hitherto unacceptable and hence available 
for use in civilian footwear. 


THE story cannot be better told than it was in a letter 
sent early this year by Harold C. Keith, President of the 
George E. Keith Company to every Walk-Over customer. 

“This letter,” he wrote, “is sent in the belief you would 
like to know something of the picture existing in our busi- 
ness today; it is but fair you should have warning of 
what impends. 

“The government intends securing roughly 3,000,000 
pairs per month for the Army alone instead of 1,000,000 
pairs. In addition, great quantities must be produced for 
the Navy and Marines and there will be increased priori- 
ties on materials for children’s footwear. As good Ameri- 
cans we want our government to do just this. General 
Direction No. 12 to M-130, just issued by the Government 
to cover the cutting and use of military quality outersoles, 
midsoles and innersoles makes it evident that it is not so 
much a question of how much cattle-hides will be left for 
civilian shoes but whether or not the Army program can 
be met out of existing supplies. 

“Therefore, the next six or eight months, we believe, will 
probably be the tightest from the standpoint of supply 
that shoe manufacturers or retailers have known or will 
know during this war. There will be less raw materials, 
less labor, less production, less rationed shoes, than in 
1944. Shoe factories will be operating part time or in 
other ways will lose ground in their season’s output.” 

What do the merchants report? Retailers contacted by 

[TURN TO PAGE 63, PLEASE] 
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The old industry bugaboo, better known as "war model", has been dusted 
off again and is being discussed in hugh—hush tones at WPB. This time it is 
being called the "registered shoe". WPB refuses to discuss the extent of the 
progress that has been made, but justifies the revival on the grounds of the 
acute shortage of leather, and the necessity for making men's shoes of materials 
other than leather. 

Nevertheless, informed sources say this agitation is being fomented 
by the same sources that originally favored "war models", and later tried to 
force compulsory oil treatment of shoe soles down the industry's throat. It is 
significant, perhaps, that this activity started after Lawrence Sheppard, Deputy 
Director of the WPB Leather and Shoe Division, departed for France on a special 
mission of the Office of the Quartermaster General. Mr. Sheppard has always 















































been opposed to "war models". His presence in France was specifically requested ¢> 
by General Eisenhower and it is reported that he will survey the entire shoe $ 
Situation on the Western Front. He will return to this country some time in 

April. . -' 


Methods to relieve the children's shoe shortage are still receiving 
top priority in Washington shoe circles. At the present time production of 
infant's sizes 0 to 3 is being discouraged, while everything possible is being 
done to step up the output of sizes 4 through 2, despite the efforts of many to 
write off shortage reports by saying that they are only occasional and spotty. 
This has not proved to be the case. 

Final production figures show that an increase of 10.5 per cent over 
the 1943 output of misses' and children's shoes was achieved last year; infants’ 
shoes showed a 13 per cent increase; while production of youths' and boys' 
dropped 18 per cent. Still the production of infants' shoes, sizes 43 to 8, and 
children's shoes, sizes 8} to 12, was far short of meeting the OCR progran. 

The OCR program for juvenile shoes for 1945 calls for a total of 
109 , 500 , 000 pairs (rationed and non-rationed), but this program has not yet been 
acted upon by WPB. Broken down this program calls for the following amounts of 
leather shoes: youths' and boys', 19,000,000 pairs; misses', 21,000,000 pairs; 
children's, 21,000,000 pairs; infants' (4} to 8), 24,000,000 pairs; infants' 

(0 to 4), 6,000,000 pairs. In non-rationed shoes the breakdown is as follows: 
youths' and boys', 1,000,000 pairs; misses', 8,500,000 pairs; children's, 
4,000,000 pairs; infants' (4$°to 8), 1,000,000 pairs; infants' (0 to 4), 
4,000,000 pairs. 

This compares with a total production in 1944 of about 96,000,000 
pairs. In rationed shoes the program calls for the following percentage in- 
creases as compared with 1944: youths' and boys', 12 per cent; children's, 40 
per cent; infants' (4$ to 8), 60 per cent. Misses' rationed shoe production 
will be down 9 per cent under this program. 

In non-rationed shoes the only increase would be in misses' shoes, 
where a step-up of 27 per cent is indicated. All other categories are down con- 
siderably. 

This OCR program will probably be pared considerably by WPB. The only 
comment available from WPB during the week of Feb. 16 in regard to this program 
was, "very ambitious". 

WPB has taken many steps during the past year to increase the output 
of juvenile shoes. Among these actions was the setting aside of cattlehide 


upper leather, the restriction on the use of chrome tanned [TURN TO PAGE 85, PLEASE] 
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After the war and after shoe rationing, 
plenty of shoes will once more be 
lable, there's going to be some of the 
st competition among shoe retailers 
# you have ever seen! What are you do- 
today to prepare for tomorrow? Who 
il be your customers after the war? With 
a’s leading brand in the $5.85 to 
8.85 price range, Jarman dealers are firm- 
y holding post position number one, waiting 
of the starting signal. In the meantime, 
un’s colorful national advertisements in 
» The Saturday Evening Post and Esquire 
sending men to the stores that sell 
un shoes. And Jarman dealers are 
vided with dramatic window panels, 
isplays, newsads and direct mail to tie in 
ith the national advertising most effective- 
+ There will be plenty of customers for 
un dealers after the war! 


| 
i 
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ARMAN SHOE COMPANY © Division of General Shoe Corporation > NASHVILLE 1, TENNESSEE 
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UU/HEREVER YOU FIND SMART 


MERCHANDISING —YOU’LL FIND SMART 


Dy adine 500 


IN DETROIT, MICHIGAN, THAT MEANS THE 


Detroit may be the automobile capitol of the world 
but Detroit's women never forget the importance of walk 
—nor the need for smart footwear. This demand for ¢ 
looking, long wearing, comfortably fitting shoes accounts 
the success the Healy Shops have had with Paradise. 
Healy Shops are strategically located to catch th 
cream of the shopping trade all over Detroit—and Paradis 


Shoes help bring new customers in and old customes 


; fi: Th 
4 ae j € @O 2? 
OD I TETAS | Bie paagon s 
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back. Just another case to prove that Paradise Shoes offe 


one of the most valuable franchises in the busines. 


BRAUER BROS. SHOE CO. 


SAINT LOUIS 8, MISSOURI 
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DEMAND IN DETROIT STILL 
AT HIGH LEVEL 


Derroit shoe business remains on a 

volume level, so far as demand 
concerned, in contrast with other 
pes of business. Theater patronage, 
instance, has fallen off percepti- 
in the past month, indicating that 
us spending in the lush method 
1944 is coming to an end, but 
gaple lines like shoes, with a back- 
log of shortages, remain in heavy de- 
mand. 

Actual sales volume is considerably 
smaller than total demand. Lack of 
sizes to fit in many instances is a 
prime reason. In addition, many of 
the stores, including some large vol- 
ume sellers, are now “holding back” 
on shoes, trying to save their limited 
reserve stocks for their established 
trade. Casual shoppers are discour- 
aged, politely, of course, but this en- 
ales a fairer spread of available 
ftocks to be made. It has discour- 
aged, for instance, the spending of 
available ration coupons just because 
there are coupons on hand, short of 
real need for pairs. 

With prolonged cold weather and 
heavy snows, the deepest in several 
seasons, there has been a heavy de- 
mand for rubbers, galoshes, and spe- 
cial Winter footwear; in the face of 
an increasingly grave shortage in 
practically all lines. A few stores 
have been fortunate or more far- 
sighted in their buying policies than 
others, and have been able to dispose 
d Paradis} of quantities of these specialties. 

Shortage in the hosiery field has 
reached a desperate condition here, 
with major stores entirely cleaned 
out. Result has been much disap- 
pointment among feminine customers, 
and most stores having stocks of 
hosiery have tried to spread out the 
available stock by limiting total sales 
to a customer. 

Style trends are not notable in any 
direction at this writing. Slightly 
heel choices are re 
g specialty shops catering to 

women. Blacks continue in 
Mrprisingly strong demand, indicat- 
ing the onset of a definite style trend 
in both men’s and women’s lines, 
incidentally. Some tendency toward 
the casual or “sensible” type of shoe 
is evident, rather than any emphasis 
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Records! 


on dressy lines in women’s depart- * 


ments. 

Record-keeping problems have be- 
come serious among smaller stores, 
with some not accustomed to keeping 
detailed records called for in current 
governmental reports, especially in- 
ventories. Shortage of help has be- 
come an important factor here, with 
some not entirely facetious discussion 
of the idea of closing down a day a 
week—at present for fuel conserva- 
tion reasons, but secondarily to allow 
understaffed stores to catch up on 
their various store, routines. 

a 


SPRING BUSINESS BEGINS 
IN NEW YORK STORES 


LINCOLN’S birthday was the high 
water mark during the month of Feb- 
ruary in New York shoe departments. 
This was especially true of the chil- 
dren’s departments. One of these, 
doing a substantial business, reported 
the biggest February 12 in six years. 
This same department noted that the 
girl’s shoe first in demand has been 
the gypsy seam model with closed 
back and toe; next was the Nor- 
wegian moccasin. The buyer in 
charge there also reported that she 
“can’t get enough saddles on non- 
marking rubber soles.” For Easter 
she expects to promote patent leather 
and some colors. 

Policy differs in the stores re- 
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garding Easter promotions. Another 
important children’s department in 
this area may not be planning any 
such promotion, preferring to let buy- 
ing proceed in a normal day to day 
fashion, with emphasis on selling the 
sturdiest types. Patent leather and 
other dressy shoes will sell anyway, 
and supplies are limited. All chil- 
dren’s departments report a woeful 
lack of protective footwear. Where 
shearling-lined boots have been in 
stock, they have sold very well. 

There is a definite feeling of Spring 
in the women’s departments, and 
merchants reported a demand for pat- 
ent leather, navy, red and green, with 
the two last-named colors especially 
popular in reptiles; genuine reptile 
is preferred. All these leathers, in- 
cluding calf and kidskin, and colors 
have been displayed in windows and 
showcases. Whenever possible match- 
ing handbags have been shown with 
the novelty colors, reptile and patent 
leathers. The bags help to bright- 
en up displays, and a store that can 
do a coordination job at this time is 
proud to be able to do so. Sales on 
fabric and lower grade leather hand- 
bags were held in a number of shoe 
stores this past month. 

In the men’s departments business 
also held its own during the past 
month. Lack of merchandise has pre- 
vented as good figures as merchants 
feel they might have had. Shearling- 
lined boots have been a very popular 
item wherever available. Stores that 
did not have them have felt that they 
“missed the boat.” Saddles are sell- 
ing now. Two-tone spectators have 
been ordered. 


* #*# # 


INTEREST IN COLOR 
REVIVES IN CHICAGO 


CONSIDERABLE fanfare and some 
excitement accompanied the announce- 
ment by Marshall Field & Co., Chi- 
cago, of the appearance of a new line 
of young shoes in their Young Mod- 
erns section. Four of the daily papers 
ran six column, page-long ads profuse- 
ly illustrated with many models. Four 
of the State Street windows featured 
this footwear. A luncheon and pre- 
view for the fashion press was also 
held, and charge customers received 
by mail an attractive four-page book- 
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let with many models illustrated 


against a social gathering of young 


people. 

That all this ballyhoo was effective 
is ta be seen in the fact that 1000 pairs 
of these shoes were sold during the 
first two days after the announcement. 
Thirty-five to forty models were in- 
cluded in the showing, and these ran 
the gamut of every conceivable leather 
from reptile to calfskin, suede to 
patent, in every wanted color. 

Coming at a time when many stores 
were low in show stocks, it is not en- 
tirely surprising that the shoes got 
‘quick consumer acceptance. Also of 





significance is the fact that Field’s 
played up a brand name, which until 
fairly recently was practically ana- 
thema to the policy of this store. How- 
ever the general resistance of most big 
stores to featuring brand lines has 
been subsiding preceptibly as mer- 
chandise has become increasingly dif- 
ficult to obtain. 

The importance of new Spring foot- 
wear was again played up by Field's, 
this time in their Salon, when they 
made a tie-in with Daché hats in “star- 
spangled colors” featuring red and 
navy calf shoes to harmonize with the 
millinery. Mandel’s too have been fea- 
turing the matched accessory idea. 
More recently they showed patent 
pumps in “cherry coke” with a huge 
crushed envelope bag to match. Alli- 
gators have also been shown here with 
matching purses. 

With the coming of somewhat mild- 
er weather the interest in colored 
shoes has become noticeable. Store 
and shops report an accelerated de- 
mand for reds and navy. Platform 
soles are everywhere in evidence. 
Stevens have highlighted a variety of 
types from the heavier soled walking 
tie to the very high-heeled sling-back 
set upon a towering platform studded 
with nailheads. O’Connor & Goldberg 
continue to sell many platforms, a 
type well suited to their trade which 
always seeks the new and novel. 
These styles too have their many 
adherents in Field’s Salon where pat- 
ent and colored calf pumps show 
platforms on rayon faille. 


Filigree suede anklet, photogenic in colot 
— red, royal blue, green or hice, $24.95 


DELMAN 


1101 Lincoln Road, Miami Beach 





A Summer style in filigree suede takes 
top honors at Deilman's shop in Miami 
Beach, Fila. 


ALL-WHITE LEADS 
IN MIAMI STORES 


THE all-white shoe continues to ad- 
vance in volume in Miami, with deal- 
ers reporting as high as 50 per cent 
increase in sales during the past 
month over the previous month. Two 
tones have definitely slowed up, and 
where color is available, red is lead- 
ing other tones. 

Considerable interest is being mani- 
fested in heels. With the customary 
wide range of styles necessarily cut 
down to a minimum, anything out of 
the ordinary in heel decoration or 
style meets with customer approval. 
Flats are selling in a ratio of about 
25 per cent of total volume, while 
extremely high heels account for 
some 20 per cent. The remaining 55 
per cent is divided between medium 
and high heels. 

Unrationed shoes are being high- 
lighted by many of the more exclusive 
shops. This is particularly noticeable 
along Lincoln Road, in Miami Beach. 
Here some of these non-rationed num- 
bers are priced as high as $15.95. 
Of course, all such shoes are definite- 
ly resort or Summer footwear, and 
the array of colors is considerable. 
There seems to be a more decided 
leaning toward the brilliant colors of 
the Seminole Indians and the Latin 
American countries than there is 
toward more sober tones. 

Black continues to rank among the 
best sellers. The only explanation for 
this is that it has possibilities for a 
longer period of wear than have other 
colors, particularly for people con- 
sidering a trip North, and it provides 
a basic, all-year-round shoe. 





All shops, those offering exclusiy 
styles as well as the popular prig 
chain stores, appear to be stressing 
the definitely feminine type, shoes thg 
are trimmed with bows and buckle: 
that are perforated to simulate ham 
burg embroidery, that have extremely 
fancy ankle straps. Several dealen 
explained it by saying that the sens 
ble walking long-wearing shoe which 
was exchanged for the earlier con 
pons continues to make trips to the 
repair man for minor corrections and 
is still wearable, thus leaving current 
stamps for the more dressy shoe which 
women were afraid to buy during the 
early days of rationing. 

* * 


DECORATIVE EFFECTS LEAD 
PITTSBURGH SALES 


PITTSBURGH buyers report the pub 
lic still in its big buying mood, with 
price a decidedly secondary consider 
ation. There is some feeling among 
shoe people that women will hesitate 
to give up one of their precious stamps 
for white shoes, but Horne’s don't 
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agree and are, accordingly, planning 
a wide style and size range in whites 
by early March. 

Bows, buckles and their substitutes 
—flaps, tongues and screwed-on knobs 
—take the lead in the variety of decor- 
ation enhancing shoes at Joseph Horne 
Co. Nailheads are used as a trim o 
the reversed tongue decorating one 
otherwise plain calfskin pump and 
with good effect, dressing the shoe 
without making it a “fancy number.” 
This quality house, while reporting 
black still a safe leader in footwear, 
nevertheless has found the call for 
colors growing steadily stronger. Blue 
is anticipated for the coming Spring 
wardrobe, and reds have simply been 
sold out. Town Brown has proved # 
popular color in both low heeled moc 
casin type street shoes and highly 
styled sling back pumps. As every 
where else in this city, Horne’s report 
the demand for reptiles increasing, 
though the small grained pliable skins 
demanded by this firm are not a 
able in the needed quantities. Patents, 
though scarce, remain a favorite. 

Few oxfords are seen hereabouts, 
but Rosenbaums’s show conservative 


Boot and Shoe Recorde? 




















ao 4 «¢ & Fre 


' 





TH 











» exclusiye 
ular price 
| stressing 
shoes th 

d buckles 
ilate ham. 
extremely 
al dealer 
the sensi- 
hoe which 
rlier cou 
ips to the 
ctions and 
1g current 
hoe which 
luring the 


5 LEAD 
ES 


t the pub 
ood, with 
consider: 
lg among 
] - hesitate 
us stamps 
e’s don't 


RE 


planning 
in whites 


ibstitutes 
on knobs 
of decor- 
ph Horne 
. trim on 
ting one 
mp and 
the shoe 
umber.” 
‘eporting 








HE WORE FLAT INNERSOLE SHOES 


Several million readers of March Esquire will 
know immediately that he’s wearing flat innersole 
shoes—because they go so naturally with the era 
of choke-collars. They’re just as old-fashioned 
and as painful, too. 




















THEY LOOKED LIKE THIS 


Picture the reaction of comfort-loving, style- 
sensitive men when they see this in April Esquire. 
Now, they’ll appreciate Matrix all the more! 
Because the Matrix Shoe is as modern inside 
as it is smart outside. 
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THE MODERN MATRIX SHOE 
HAS “Your Foolprint in Leather”’ 
The exclusive Matrix innersole is a curve-for- 
curve copy of the bottom of your customer’s foot 


. . cradling him in perfect comfort from the first 
step. There’s no other shoe sales story quite like it. 


“9 OUT OF 10 MATRIX WEARERS 
ARE MY CUSTOMERS FOR LIFE!” 


There’s still a war on, and we’re not yet quite 
ready to arrange new Matrix franchises. But see 
us about it now—while we keep telling ’em today 
so you can sell ’em tomorrow. 





@STATISTICS PROVE IT 














MATRIX SHOES uae 


THE HOUSE OF HEYWOOD - WORCESTER 


vreear roret om ccatece 





4, MASS.... Makers of Men’s Fine Shoes Since 1864 
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Review of the Fatal Trade 





staples that make a sensible com- 
promise with fashion by means of open 
toes, perforations and occasional sling 
backs. This store reports a better 
situation currently in children’s shoes 
as old orders are finally coming in. 
Play shoes in both rationed and un- 
rationed materials have been display- 
ed everywhere in wide style and color 
varieties and in high priced numbers, 
manufactured with greater care for 
the details of workmanship than seem- 
ed necessary in former seasons. Kauf- 
mann’s feature brilliant red and green 
play shoes with wooden soles whose 
narrow slats are joined just loosely 
enough to bend with the slightest pres- 


4 £7 y 


sure of the foot. These sandals have 
been sold in both high and low heels 
for lounging at home as well as stroll- 


ing at the beach. 
* 7 * 


COLOR LEADS SALES 
OF BALTIMORE STORES 


CoLor in footwear is sweeping the 
city of Baltimore and is holding con- 
sumer attention. Running a close 
second are patent leathers. Reports 
are that sling-back pumps and san- 
dals, both on low and high heels, are 
selling exceedingly well. In the men’s 
departments, buying has gone back 
to pre-holiday normal, and so far as 
children’s shoes are concerned, sad- 
dles, moccasins and loafer-types are 
pulling them in. 

Hahn’s report that blues and reds in 
calfskin are in the picture and are 
going very well.. Greens in doeskin 


are good while patent leathers are’ 


definitely coming to the front. Sling- 
backs in both high and low heels, and 
sandals on high and low heels, are 
coming into vogue. Children’s brown 
and white saddles are good and moc- 
casin types are going like a house on 
fire. This store has managed to se- 
cure some alligators in brown, but not 
enough to report them as big sellers. 
Unrationed wedge play shoes are sell- 
ing very well here. 

The manager of one of Baltimore’s 
iarger department store shoe sections 
had this to say: , 

“Patent leather has been the big 
thing. Next in demand has come 
navy with a fair amount of calls, and 


what reds we have shown in calf have 
sold very well. There is a definite 
interest in color for Spring. How- 
ever, everything is selling; there is a 
very general demand. Reptiles when 
we can get them are good; we can’t 
get enough alligators. 

“So far as children’s shoes are con- 
cerned, they are going very well. De- 
liveries are a trifle better than before 
the holidays. 

“Sling pumps are very good, san- 
dalized pumps of all types, d’Orsay 
and spectator pumps, especially those 
with closed toes and open backs. 

This same store reported that 25 
per cent of January sales were in 
suedes, with black accounting for the 
most part, and the rest browns. This 
retailer feels that today there really 
is no season for shoes. People buy an 
item that goes with a lot of things. 
Women are wearing high heels to 
work and for dress-up occasions. 

* * #* 


SALES CONTINUE HIGH 
IN ST. LOUIS 


FOLLOWING excellent business in 
St. Louis last month, selling this 
month has continued to be so good 
that buyers and department managers 
scarcely unpack their merchandise be- 
fore it is sold. Practically no promo- 
tion has been given to shoes here. Fol- 
lowing advertising of better shoes by 
one of the department stores there was 
an almost immediate sell-out of the 
advertised style. A specialty shop ad- 
vertising non-rationed casuals in a 
Sunday paper experienced an unpre- 
cedented rush on the Monday follow- 
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Most retailers here consider { 
present as the low ebb in wartime se 
ing and see no let-up in tight delivey 
ies. It is believed that late deliv 
of white shoes will delay Summer se 
ing until late May and early Ju 
when all that is delivered will 
rapidly sold. 

While everything sells at prese 
demand is greatest for sling-back op 
toe pumps and for platform so 
Interest in flat heel loafer types cc 
tinues. Stores are selling all the hi 
colors they can get their hands om 
with red in greatest demand. Faste 
selling styles in high colors are t 
young, sling-back types. 

Demand has been great for patents 
closely followed by interest in 1 
blue. Reptiles are in demand, p 
ticularly lizard and alligator in ¢ 
sport rust or turf tones. Platform so 
have caused a buying furore in 
types and colors. One buyer exped 
deliveries on platform types to fall « 
because of the greater amount of m 
terial and labor involved in the 
manufacture. 


Stix, Baer & Fuller reports blac 
calf and patent in particular dema 
and greatest interest in high 
types. Navy blue and patent are sell 
ing most readily in various shoe de® 
partments at Famous-Barr and Co,§ 
where a tremendous job is being doneg 
on casuals of all types. Scruggs, Var 
dervoort & Barney finds also that 
whatever comes in sells readily. Here, 
too, patent, navy and black calf and 
high colors are wanted by custom 
Patents are predominant in pre-Eastet 
selling at Kline’s with navy blue se 
ond in importance. A good sellit 
job is being done here on reptiles, p 
ticularly on brown lizard. 

Business at Sonnenfeld’s contin 
brisk on patent, black and navy call 
and on colors in rationed and no& 
rationed types. A policy of notifying 
regular customers and holding shot 
for them is being carried out to ke 
up good will toward this speci 
shop. Because the amount of unit 
has increased, possible drops in futw 
deliveries do not appear in as unfa 
able light as they might. 
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Higher priced shoes are sold in this comfortable 
section. Stockroom entrances are at the rear. 


New Shoe Setting 
Stops Store Traffic 


Jordan Marsh's Recently Remodeled 
Shoe Section Is in an Advantageous 
Location Where Customers from a 
Number of Departments in This 
Boston Store Pass Through It Daily. 


STopPING traffic from many directions is the recently re- 


modeled women’s and misses’ shoe department of the 
Jordan Marsh Company, Boston. The location is an ad- 
vantageous one for this grouping of the expensive and less 
expensive shoe sections. The department is situated upon 
the store’s third floor and occupies a long wall stretch at 


the end of and at right angles to several coordinated de- ‘ 


partments which are fed by elevator and stair traffic. Con- 
tinuous traffic passes through the shoe department from the 
food shop at one end to the women’s dress, fur and under- 
wear sections along the border. 

Popular brands in both high and low price classifica- 
tions get equal attention in the layout of this thriving shoe 
section. Spaciousness and beauty are achieved by eliminat- 
ing bulky, shadowy wall divisions between shoe groupings. 
Half-round display pockets along the Wall signify changes 
in brand and style. Cut-out letters standing out before 
hidden lighting along an upper wall band identify the offer- 
ings. The main selling space, affording an unbroken view 
from one end of the department, is taken up by casual dis- 
plays between neat lines of comfortable fitting chairs. 

In the expensive shoe section, cozily grouped easy chairs 
afford quiet charm and informality for selection and fit- 
ting. Wall shadow box displays in the cove are alternated 
with neighborly divan units. Background in these wall 


54 


Women’s and misses’ shoe department boasts 
wide space between seating, adequate lighting 
and convenient floor mirrors. This less expen- 
sive section has numerous attractive displays. 










boxes is marbled paper. A few choice shoe selections ap- 
pear neatly and effectively upon white trimmed bases, plat- 
forms and stands. Each half-round unit boasts two stock- 
room entrances which are smartly hidden by pleasant drap- 
eries. The divans, straight chairs and easy chairs are up 
holstered in maroon, mixed greens and other hues that 
harmonize with neutral soft carpeting. 

In the less expensive section, more substantial seating 
capacity is the order of the day. Jordan’s meets this with 
smart rows of green leather and metal frame chairs. A bit 
of display variety comes out here in special portrait set- 
tings for unusual styles that are mingled with other offer- 
ings appearing in the wall shadow box displays. 

Decorating the floor pillars, and useful from the stand- 
point of suggestive selling, are shoe ladders which extend 
six feet up the posts, used to display merchandise. At the 
end of each row of fitting chairs Jordan’s has placed 4 
handy floor mirror that helps in selling the shoes. 

Facing dress department traffic are two slipper bars that 
form one extremity of the shoe department. In one of these 
30-foot units, framed by friendly scalloping, appears the 
message, “Slippers that star in Milady’s boudoir.” The 
slippers are shown floating on hanging silver stars. Self- 
selection is invited in generous counter-top spreads which 
are designated by timely, suggestive signs. 
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this half page is 
another reminder of 


the outstanding quality 








of Stetson Shoes 
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Must Keep Records 
Of “Odd Lot” Transactions 


Shoe dealers who buy or sell “odd 
lot” shoes ration-free during the tem- 
porary ration holiday are to keep spe- 
cial records of these transactions, OPA 
oF the shoe trade on February 
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The information required is a record 
of the number of pairs of odd lot shoes 
each dealer bought and sold ration-free 
during the permitted sale periods. The 
period for transfers within the trade 
extends from February 5 through Feb- 
ruary 24, and retail sales to consumers 
may be made from February 19 through 
March 10. March 8 was originally 
announced as the closing date, but the 
period was extended a week because of 
the embargo on freight shipments. 

Reports from many sections showed 
released shoes cleaned out in the buy- 
ing rush that started with the first day 
of the sale. 

Each dealer is to attack the record 
of his odd lot shoe transfers to his 
copy of the last inventory report he 
filed with OPA. The last inventory 
report for the majority of dealers was 
made as of July 31, 1944, on OPA form 
R-1701B. It is a regular requirement 
of the ration program that dealers 
“periodic inventory reports and subse- 
quent records”—including the current 
odd lot transfers—be kept together and 
held available for checking, OPA ex- 
plained. 

This record keeping requirement is 
being brought to the attention of the 
shoe trade now in connection with the 
compliance drive under which all deal- 
ers’ inventory records are being checked 


by OPA district offices. Accurate rec- 
ords of shoes bought and sold during 
temporary ration free periods are an 
important factor in keeping the deal- 
er’s inventory in balance, OPA said. 

It was explained that each dealer is 
held accountable for all ration stamps, 
checks, certificates and shoes that he 
receives. If discrepancies are found 
when a dealer’s records are checked 
and no valid explanation—such as re- 
ceipt of a permanent grant of ration 
currency from OPA, or release of a 
certain number of pairs of shoes from 
rationing—can be given, the dealer 
faces enforcement action. 

Reporting on recent action taken in 
the nation-wide drive for dealer com- 
pliance, OPA added that it had been 
found necessary to institute suspension 
order proceedings against 503 shoe 
dealers during the last three months of 
1944. These actions grew out of the 
check being made on dealers inventory 
records. 


Amendment Bans Use of Kid 
For House Slippers 


Use of kid and goatskins for uppers 
of house slippers will not be permitted 
on or after April 4, as the result of an 
amendment to Conservation Order 
M-217 issued February 21. 

The purpose of this amendment is 
to channel kid and goat leather into 
children’s shoe production to take the 
place of the cattle hide leathers re- 
quired for the increased production of 
military footwear. 

The amendment also removes certain 
classes of footwear from the group of 
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shoes and slippers that had previg 
been exempt from production 
tions. 








Ask Government to Halt 
“Connected” Jobbing Firms 


The National Association of Popy 
Price Shoe Retailers has asked g 
ernment agencies to stop the spread 
“connected” jobbing firms in the 
business, a practice which, accordir 
the contentions of the popular 7 
group, tends to inflate prices, dep 
quality and divert merchandise fromg 
tablished retail channels, accordir 
Edward Atkins, executive secretary 
the association. 

In letters to Sherwood B. Gay, 7 
executive, Leather, Fur and Fi 
Branch, OPA, and J. Edson And 
chief, Shoe Branch, WPB, the 
tion declares that some manufactw 
turn away customers who wish to 
directly from the factory but refer 
retailers to specified wholesale or 
bing firms. Some factories have di 
interests in such wholesale houses, 
obtain what amounts to a kickbad 
from these transactions, the associatip 
charged. 

“The result is higher prices 
more profits for the manufa 
Mr. Atkins said. The shoe retailer 
done an outstanding job of main 
price-quality relationships in the 
tile-apparel field. If the connected 
ber evil becomes widespread, 
lished sources of supply will be take 
away from many retailers who will 
forced to buy the same merchandise # 
higher prices. Since retailers ope 
under price ceilings, it becomes obvit 
that they are under pressure to accept 
shoes of lesser quality in order to mait 
tain margins required to cover cc 

The shoe retail group asks that OPA 
scrutinize carefully all recent entram 
into the shoe jobbing field to determin 
if they have any factory “connections” 
and that all future would-be jobbers ap 
ply to OPA for “licenses” to operat 

“Difficult though it may be, we al» 
feel the situation calls for a drive t 
enforce paragraphs (h) (4) of WPB 
order M-217 known as the Fair Trad 
Clause, which prohibits ‘discriminatory 
cuts in quantity or quality betwem 
customers who meet .. . regularly & 
tablished prices, terms and credit rf 
quirements’ and a thorough examint 
tion to determine if paragraph (i) @ 
that order which sets up manufactut- 
turers quotas by price lines is } 
violated,” Mr. Atkins said. 
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MADE WITH SAME KIND OF WHITE 
PIGMENT and ADHESIVE. USED IN MAN- 
UFACTURING WHITE LEATHER 


The Only Nationally Sold Shoe White 
Fair Traded At FULL Advertised Prices 


Here are 8 features that count for a profitable and 
increasing shoe white business: 


. Merchandisability without fear of com- 5. Stick-to-itiveness. Good adhesive qual- 
titive price cutting (in Fair Trade ity—capacity for staying where it is 
tates). Fair Traded at Full Adv. Price. supposed to stay—on the SHOES! 


2. Snowdrift whiteness. Capacity for whit- 6. Agreeable, disappearing, odor. With 
ening white shoes thoroughly. adaptability for many other uses—reno- 
3. Suitability for all types of white foot- vating white bags, belts, purses, ete. 
wear. 7. Real money's worth for your customers. 
. . . . 6 oz. bottle only 25c. 
4. Big spreading capacity. Spreading 
smoothly, thinly, easily. 8. And REAL profits for you. 44% to 50%. 
Mufti Shoe White is the only nationally sold shoe white that gives you 
and your customers (in Fair Trade States) the benefit of all eight of 


these advantages. 

Made with the same kind of high quality white pigment—and adhesive— 
used in the manufacture of white leather, Mufti Shoe White does the kind 
of a quality job that folks just don’t forget. It’s popularly known as 
“The Aristocrat of Shoe White”. 


So, again we say, sample Mufti Shoe White. Here’s a handy coupon. 
Please use it now. ; 


Liquid or Paste, : 

large 6 oz. bot- VET ee 

ne 4 ox. tube, Plough Sales Corporation, 
only ___.....25¢ P Memphis 1 Tenn. 


Gentlemen: 

Please send postpaid this sample bottle of MUFTI 
Shoe White with details of your liberal terms and 
free goods on Minimum DIRECT shipment. 





Plough Sales Corporation 


Distributors For 
| Name of Store 
y Address 
| City State 
Tegsesiggen by : Position... 
MEMPHIS 1, TENNESSEE 


‘ORE THAN 


March 1, 1945 









pendent shoe stores have improved their 
financial position. In the future many 
very small stores will similarly be eli- 
minated, especially those whose low 
level of sales makes it impossible for 
them to profitably operate their busi- 
ness. However, through elimination of 
these unsound stores, the other trades 
will improve their position as has the 
shoe trade. 

Small retailers should be assisted by 
the government and their trade associa- 
tions and manufacturers to increase 
their average sales per store and to im- 
prove their efficiency. But when the 
owner of a small store cannot increase 
his sales sufficiently to assure him and 
his family a decent standard of living, 
in most cases, he would be far better off 
to obtain more gainful employment with 
a larger firm. 

Stores by City Size 

A comparison of the total sales in all 
shoe stores in 1989 with 1929, broken 
down according to stores in various 
sized towns, shows that the proportion 
of the total sales of shoe stores in towns 
and cities with populations of over 30,- 
000 has increased 1.9 per cent; in shoe 
stores located in towns of 10,000 to 
30,000 population their proportion of 
sales has increased 10 per cent; and the 
proportion of total sales of shoe stores 
in towns with population under 10,000 
has increased 11.7 per cent. The trend 
of migration of population of the coun-. 
try has followed a similar pattern, 
though not to the same extent. Improve- 
ments in roads and means of communi- 
cation have enabled more rural dwellers 
to shop in larger towns than heretofore. 
In 1939, 27.1 per cent of all independent 
shoe stores were located in towns with 
population under 10,000, but only 8.4 
per cent of total shoe store sales were 
in that size town. 

A similar disparity between the rela- 
tion of the large proportion of stores 
located in small communities and the 
relatively low proportion of their total 
sales exists in nearly all retail trades. 
The proportion of the number of stores 
of independents in all trades located 
in various size communities is approx- 
imately the same proportion of popu- 
lation that is located in these various 
size communities. 

However, chain stores are distributed 
on a sounder basis. They are located 
approximately in proportion to the total 
retail sales in the various sized com- 
munities. In opening new stores, a re- 
tailer should consider the sales poten- 
tiality of his town. If there is already 
a sufficient amount of efficient competi- 
tion in a small town, he will have a far 
better opportunity in another similar 
size or larger town. If his amount of 
capital does not permit him to open in 
a downtown area of a larger town or 
city, the growth of suburban shopping 
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areas after the war will offer smaller 
retailers a profitable field of expansion. 


Cooperative Movements 


Consolidated group buying by inde- 
pendent department and specialty stores 
has benefited them. Cooperative en- 
deavors between independent retailers 
and certain manufacturers or whole- 
salers in other trades have assisted in- 
dependents to hold their relative posi- 
tion with chains. In the filling station 
group, for instance, the sales of chains 
have decreased from 35.1 per cent of 
total sales in 1933 to 10.2 per cent in 
1939. As a matter of fact, in many 
cases the large petroleum companies 
which formerly owned these retail out- 
lets, still own the property and equip- 
ment which they lease to independent 
operators. These independent filling 
stations now enjoy the advantage of 
mass buying and the modern merchan- 
dising and accounting methods of ef- 
ficient chains. However, since owners 
generally offer their customers more 
efficient selling service than salaried 
managers of chains of small retail out- 
lets, this form of cooperation between 
the petroleum companiés and the inde- 
pendent owners of filling stations has 
been successful. 

In the dry goods, drug, shoe, grocery, 
and other trades, a similar cooperative 
movement has been developing between 
certain large factories or wholesalers 
and independent retailers, through what 
is known as “Wholesaler Sponsored 
Voluntary Chains.” These generally 
small retailers agree to concentrate 


their purchases with this one source, ]y 

return, the wholesaler or manufacty 
installs and supervises in these ind, 
pendently-owned stores modern account 
ing and merchandise systems, helps 
modernize their stores, and in som 
cases, offers financial assistance. They 
Wholesaler Sponsored Voluntary Chaiy 
have been growing quite rapidly inn 
cent years. They have been the saly. 
tion of many small retailers and yjj 

undoubtedly increase in the future, 
While wholesaler sponsored voluntary 
chains (the planned types) center sel. 
ing on basic types of merchandise, my 
one manufacturer can economically pro 
duce all of the various types of mer. 
chandise that most retailers requir, 
Besides, smaller manufacturers @ 
wholesalers frequently possess greater 
initiative and are’ sometimes more ¢. 
ficient in some respects, as are small m 
tailers, than many very large org: 
tions. The long range interest of 
sumers is better assured when 
retailers are able to buy in su 
quantities in a free, competitive 
Realizing the advantages of coo 
tive effort, there has been developing 
the grocery trade, and to a more limite 
extent in the drug and some othe 
trades, a somewhat similar movemeat 
that is termed “retailer-owned coopera 
tives.” Independent retailers in a trad 
set up their own warehouse and pod 
their purchases which they buy in com 
petitive markets. They advertise 
operatively and often standardize their 
accounting and control methods, their 
store fronts and equipment. These i» 
dependent retailers enjoy most of th 
efficiencies of large chain organizations, 
but they still retain the individual per 
sonalized management of their om 
stores that we have found to be of such 
[TURN TO PAGE 60, PLEASE] 








New Process Used for Juvenile Shoes 





The sliplasted (California) process, which has aroused much interest in the she 

trade, has been cited for increasing attention, particularly in warm weather shoe. 

Shown here are four models made by this process, both rationed and wnrationeé 
styles. Shoes from Joy Shoemakers, St. Louis, Mo. 
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Pinca AND BITE PAD 





Seem ye 
LINING ACROSS / 

VAMP OF SHOES 
oR PUMPS TO 
PREVENT CUTTING 
OR “BITING” OVER 











immediately Becomes Part Of The 
Shoe Itself As A Permanent Relief 


Dr. Scholl’s PINCH AND BITE PAD is a soft, 100% 
wool cushion, with self-adhering adhesive backing, 
Protects toes from shoe pressure, preventing pinch, 
“bite,” cutting and blisters on toes from wrinkles 
in shoe linings or heavy leathers. 

Sizes—Medium and Large. Packed in a glassine 
envelope. Retails at 25c pair. Wholesale, $1.00 doz. 
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TONGUE PAD 





MIT SHOE TO BE 
LACED SNUGLY 
AND PREVENT 
PAIN ON TOP OF 
THE FOOT 


























Adheres Permanently To Tongue Of 
Shoe. Relieves Painful Instep At Once 


Dr. Scholl’s TONGUE PAD is a specially designed 
pad with a self-adhering adhesive back. Relieves 
pain over instep from counter pressure. Helps pre- 
vent corns, blisters and ridges on instep. Gives 
more shapeliness to low insteps. 

Sizes—Small, Medium, Large. Wholesale, 90c, $1.00 
and $1.10 respectively. Retail, 25c pair. Packed in 
glassine envelopes. 














SELF STICK HEEL LINER 


With Self-Adhering “ny 
Adhesive Backing 


Dr. Scholl’s SELF STICK 
HEEL. LINER is made of 
soft suede leather. Can’t 
loosen or “creep.” Imme- 
diately becomes part of the 
shoe itself. Comfortably 
grips the heel. Stops slip- 
ping. Saves hose. Repairs 
worn shoe lining. 


Sizes—Small and Large. Retail at 15c pair. Whole- 
sale, $1.10 dozen. Packed in glassine envelopes. 














HOSETTES 


Sell Like “Hot Cakes” | 


Dr.Scholl’s HOSETTES 
are the perfect solution y/ 
of the stocking prob- 
lem. Worn with or with- 
out hose. HOSETTES 
fit any foot, large or 
small. Worn invisibly. 
Prevent shoe friction. Help absorb perspiration: 
Washable like any stocking. Durable. 

Sizes 8%, 9, 9%, 10, 10%, 11. Retail 25c pair. Whole- 
sale, $2.00 dozen. Sell on sight. 
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THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago . 62 West 14th St., New York 
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Shoe Retailing in the Postwar Period 


[CONTINUED FROM PAGE 58] 


a great advantage of independent small 
stores. In many localities, such retailer- 
owned cooperatives in the grocery field 
have really gone to town. 

The growth of these Wholesaler 
Sponsored Chains and of the retailer- 
owned cooperatives in the grocery trade 


They can establish more adequate ad- 
visory staffs of expert field men to as- 
sist small retailers in becoming more 
efficient and profitable merchants. 
Retail trade associations in some fields 
have established their own retailer-own- 
ed cooperatives for the benefit of their 
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is the principal reason that, in spite of 
all the advantages of huge chain gro- 
cery organizations with their mass buy- 
ing power, their giant markets, their 
self-service and other efficiencies, the 
independent grocery stores have still 
been able to constantly increase their 
proportion of the total grocery sales 
over a period of years. These various 
forms of cooperative movements will 
undoubtedly greatly increase in the fu- 
ture, and will enable independent retail- 
ers in many trades to improve their ef- 
ficiency and relative position. 

Trade associations can be the means 
of assisting independent retailers to 
progress during this coming highly 
competitive era. They can increase the 
scope of their research activities to be 
of inestimable value to small retailers. 


members and the customers of these 
stores. A much more extensive devel- 
opment of this practice by trade asso- 
ciations, and an expansion of their re- 
search and advisory facilities offers the 
greatest hope for the future progress of 
independent merchants. 

Yes, we are undoubtedly on the thresh- 
old of a much more competitive era. 
But since competition has always devel- 
oped increased efficiency, with resulting 
progress, that coming competitive era 
will offer far greater opportunities to 
aggressive merchants. However, those 
opportunities will be offered only to re- 
tailers—whether large, small, indepen- 
dent or chain—with vision and courage 
and especially to those with sufficient 
foresight to heed the timely warning, 
“RETAILERS, PREPARE NOW!” 





A Shoe in Transition 
[CONTINUED FROM PAGE 39] 


standard or classic type in its class. 

After about three years of promo- 
tion, in the Spring of 1940 to be exact, 
the Klomp had.its face lifted. At that 
time, the Norwegian moccasin front 
was a great favorite, but it, with the 
exception of a sabot strap, leisure, or 
after-ski shoe, was made over fiat 
treaded lasts with long, square-looking 
foreparts. With what proved to be a 
stroke of genius, Winthrop applied the 
moccasin front to this round-toed, 
rocker bottom last, and a new shoe was 
born 

In September, 1941, THe RECORDER 


commented editorially about this shoe 
in the following manner: “Every so 
often there appears on the fashion 
horizon a new and different shoe. Often 
it results from the combination of an 
accepted last and a new pattern. At 
any rate, the fortunate result is a 
fresh promotional item—a new shoe for 
American men.” It pointed out too, at 
that time, that this radical combination 
of the moccasin front and a rocker bot- 
tom last threw a very “clean” shoe. 
Many of the sought-after effects of the 
English custom-made Norwegian front 
country shoe, which we are striving to 
copy here, suddenly turned up in this 
pattern; and its possibilities of develop- 
ment were practically limitless from a 
design and material standpoint. 


In the intervening years and ¢ 
the style freeze and rationing, this 
has moved along to volume figu 
all parts of the country. Fror 
original pattern, there has spruw 
whole wardrobe of shoes, styles suij 
for practically every purpose and ¢ 
sion. But this shoe is particular 
tractive to men these rationed dayg,§ 
cause it is and looks like such a 
shoe. Today they come in seve 
more combinations—in all-over g 
in “Oskow,” an ostrich printed spli 
combinations of grains and blad 
white reverse leather. Their 
soles are extra long-wearing, bec 
the rocker bottom of this last lifts 
sole clear at the toe. And men ing 
door jobs, who walk extensively, or 
spend long hours on cold paver 
appreciate their rugged heft. 
boys, those few who are left, still 
mark how well they look with tw 
covert slacks. In New England a 
ternity uses this shoe as a distings 
ing symbol for its members. 

The Klomp is an excellent ¢é 
of the manner in which a profes: 
shoe with good fitting qualities, as 
as style, can develop into a staple ty 
and actually become a utility, s 
purpose shoe. For the post-war, 
pattern experiment is again permit 
it may very well offer the basic 
over which the sport, golf and le 
shoes of tomorrow may be built. 
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New Angles 
On Unrationed Shoes 


[CONTINUED FROM PAGE 36] 


white. Still another, with an Apzril 
16th to May 15th date, plans to m 
these shoes in a variety of colors, I 
reports white the most popular, with 
black second. One firm, preparing & 
take orders on a larger range of pat 
terns, is showing both dark and light 
shoes. Wheat trimmed with Turftanis 
used in several very small patterns 
Throughout the lines platforms ani 
nailheads are two popular treatments, 
although one firm does not recommend 
the use of nailheads on white becaus 
of cleaning problems. 

The practicality and saleability @ 
unrationed street and dress shoes d 
pends to a large extent on the ind 
vidual store. The samples that we har 
seen are smart, attractive, well-maée 
and well-finished shoes. There af 
stores that have done good business @ 
such shoes for the past year or mor 
Others, who have tried them, have nit 
been successful. It is interesting ® 
note that, of two stores in the sam 
city, a quality independent shoe stor 
belongs in the successful group; # 
popular type department store was nt 
successful last year but plans to by 
extensively this year. Necessity som& 
times becomes the best merchandis® 
and promotion manager. The 
preventive of a substantial business 
these types of shoes will probably 
the lack of merchandise. 
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q Allied hid Company 


BOSTON ® NEW YORK @® WILMINGTON © PHILADELPHIA ® CAMDEN 





Antihough the Allied Kid Company have 
f beg always been progressive tanners, they have never replaced 


& 


Pthe many hand operations of tanning, coloring, and finishing 
of Kid skins. The reason is simple. In machine operations the skins 
. P would never remain as soft, and Kid skin is the softest of leathers. 
After the skins are soaked in tan liquor, workmen lay the individual skins 
out to dry. “Setting out’ machines aid in the removal of excess moisture, 


so that the skins will be ready for dyeing. 











Specializing in the Unusual 


- [CONTINUED FROM PAGE 42] 


street, dinner, evening wear, and furs 
stocked in other departments. The 
hunch proved more than sound; the rep- 
utation of the shoe department for un- 
usual, “hard-to-get” sizes and styles 
has brought new customers into the 
store. These customers have remained 
to make purchases in other depart- 
ments. 

Too many specialty stores, in the 
opinion of Mr. Griffith, fail to study 
their customers, their income range and 
buying habits, and thereby lose in dol- 
lar volume as a result of stocking mer- 
chandise unsalable to their particular 
clientele. 

In addition to stocking only the un- 
usual in women’s shoes, the store has 
laid particular emphasis on several 
other factors: (1) It has played up dar- 
ing, original advance styles in order to 
establish a solid reputation for high 
style shoes in the minds of its custom- 
ers. At the present moment the most 
popular style is the platform shoe with 
nailhead and bow trim; (2) it has 
blazed new trails in Washington’s 
tastes in shoes. For instance, several 
years ago when many local dealers were 
featuring gay Summer styles, the store 
came out with a fashionable black 
suede pump as a style leader. Now 
other stores have followed suit with 
black a popular favorite in sweltering 
summer months; (3) if the store’s vol- 
ume can be attributed to any one shoe, 
the laurels would probably go to a back- 
less, toeless sandal with a very high 
heel. That is Erlebacher’s blue-ribbon 
shoe. 

This formula, of course, is not rec- 
ommended for all types of stores. It 
must be remembered that this particu- 
lar store appeals almost exclusively 
to the “chocolate eclair topped with 
whipped cream” type of customer. 
Other departments handle merchandise 
definitely on the exclusive and expen- 
sive side. Suit your stock to your cus- 
tomer is the watchword and guiding 
policy in making changes in merchan- 
dise lines. 

Incidentally, the store’s displays are 
also on the unusual side. Three to four 
pairs of shoes are featured in each dis- 
play coordinated with the proper type 
of dress and accessories. Shoes dis- 
played are kept to a minimum in order 
to avoid an overcrowded appearance. 

In pre-war days the store made a spe- 
cialty of special shoe orders for indi- 
vidual customers, designed to match a 
dress color or material. In addition, 
much stress was placed on coordination 
of shoe and dress sales. Naturally, with 
wartime restrictions, this service has 
been considerably curtailed. 

Placing so much emphasis on unusual 
shoe styles has forced the department 
to be most careful in selecting proper 
shoe salesmen. The store hires only men 
in the shoe department despite the fact 
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Diligent in details, true to ideals of fine workasilall 


Edwin Clapp and Son are loyal to a calling and a =a 
posed by the founders of this business of quality shoe 













































IN OUR CALLING 






s 
Quality, unquestioned, has been and always 
will be the evidence of our diligence ... in 
Edwin Clapp fine shoes for gentlemen. 7 
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SHOE 
EDWIN CLAPP & SON, INC. . 


EAST WEYMOUTH, MASS. 
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that other departments are exclusively ity in footwear as well as in other | © Lust 


in charge of women salespeople. If apparel. custom 
shoe salesmen are thoroughly trained in — als plu 
their job there is “no excuse fora shoe Py gmote Wooden est ins 
being improperly fitted,” contends Mr. ® The 
Griffith. Despite the specialized line of Soled Footwear ot oes 


shoes carried in the store, careful fit- Yama, WASH. — Novel manner of | on eve 
ting has resulted in fewer complaints Winter merchandising with new wooden — Kleine 
from customers than would ordinarily sole shoes with leather uppers nailed on 


result. 


has been taken by Draper’s Shoe Salo | up you 


In the post-war period, it is expected here. Promoted under the heading, | Advert 


the policy established by his department “Beat Old-Man Winter to the Draw 


for specialization in high 


style, ultra With a Pair of These Popular Wooden 





feminine shoes will be more popular Soles,” such waterproof footwear for ~ 


than ever. Women, bored 


restrictions on colors and purchases, weather of the Pacific Northwest # 
will veer toward elegance and feminin- held a “natural.” 


by wartime the rainy season and the mushy Winter 
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MEN OF MERIT 


Mr. LESTER C. BARRETT, Manager 
HEALTH SPOT SHOE SHOP 
227 S. Sixth Street 


Springfield, Illinois 


Mr. Barrett's immediate success in the 
Springfield Health Spot Shoe Shop 
proves that ability is well rewarded 
under the Health Spot profit-sharing 


















































TOP SELLERS 


because they’re 


:| TOP QUALITY 


, | ® Your customers appreciate quality . . . 
"9 especially in wartime. That's why “Bed- 
| timers” are a consistent top seller. 








ther | ® Lush colors and skillful styling catch 
customers’ eyes...while superior materi- 
als plus fine workmanship stand the clos- 
est inspection. 
@ The name Kleinert’s on “Bedtimers” is 
the synonym for quality . . . just as it is 
r of § on every Kleinert product. Remember — 
oden § Kieinert’s gives you three quarters of a 
d of F century of consumer good will...and backs 
alot § up your own selling efforts with National 
_ Advertising and merchandising support. 
den 
for 





.M. REG. U.S. PAT. OFF. 


485 Fifth Avenue - New York 
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plan. 


Health Spot Shoe Shop operators receive a liberal share of the 
profits they help to create, in addition to a regular salary. Men 
of high caliber with a rich background of experience gained from 
a long shoe-selling career, are becoming Health Spot Shoe Shop 
operators because they recognize the unusual opportunity that this 
plan offers in the way of increased earnings and they have the 
ability to make the most of this opportunity. 


MEN WANTED 


Opportunities are always open for men of merit. Send for application blank 
today if this profit-sharing plan appeals to you. 


1240 W. LAWRENCE AVENUE + CHICAGO 40, ILLINOIS 





HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 





Critical Men’s Shoe 
Shortage Looms 


[CONTINUED FROM PAGE 43] 


letter and in person are unanimous in 
saying that their inventories of men’s 
footwear, as Spring approaches, are 
far below what they were at this time 
last year and still farther below what 
they would have considered normal for 
any given pre-war year. Reductions 
from normal of anywhere from 25 per 
cent to 40 per cent are common. Fur- 
thermore, they say that depleted stocks, 
at least of staple styles, cannot be re- 
placed. Sizes are badly shot and sizing 
up is done by buying a few pairs here 
—a few there—from any source avail- 
able of any style which can be had. 
They are, they report, faced with the 
necessity of making a choice between 
sport shoes and dress types for Spring 
selling and more than a few acknowl- 
edge having cancelled their orders for 
whites, perforated vamp types and 
other sports styles in order to have on 
hand a half-way representative line-up 
of staples. In any event, they say, they 
probably would not get the sport shoes 
until the season was far advanced. 
Merchants in industrial areas, at least 
some of them, find themselves faced 
with the further problem of whether to 
increase their stock of work shoes at 
the expense of their dress types, having 
| heard from their sources that they are 





unlikely to get both in the quantities 
ordered. One or the other must suffer. 

Nor can the trade in general hope to 
see the situation improved by the in- 
duction into the army of large numbers 
of our youth as they reach the age of 
18 since men are being discharged from 
our fighting forces at close to the rate 
of 100,000 a month and these will not 
long wear the service shoes which were 
issued them. 

A study conducted last year by the 
Bureau of Foreign and Domestic Com- 
merce shows that in 1943 the demand 
for men’s shoes was lower than it has 
been in any year since 1921. In the 
former year men bought an average of 
one and seven-eighths pairs per person. 
Incomplete figures for 1944 show a 
slight decrease from 1943. Nineteen 
hundred forty-four may have shown 
about one and three-quarters pairs per 
person—surely an irreducible mini- 
mum, And yet the country finds itself 
faced with present-day inventories of 
less than one pair per person. 

“This year,” said a trade observer 
recently, “will go down in history as 
very tough.” 

In the light of what has been re- 
vealed as to the manufacturer’s inabil- 
ity to make shoes out of non-existent 
leather and with other possible mate- 
rials such as fabric in almost equally 
short supply, this may well prove to 
have been a masterpiece of under- 
statement. 
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Introducing .. 
The TANK 


PROOF 
THAT CUSTOM CHARACTER 
NEED NOT BE EXPENSIVE 


Most styles $6:52 to $8:5° 

—slightly higher west of 

the Mississippi. 

E. E. TAYLOR CORP. 
MANUFACTURERS 


BOSTON 






































Branch Store Merchandising 
Is Different 


New Orveans, La.—When Maison Blanche, one of y- 
ee 




























































Orleans’ large department stores, decided to open a brand 
in 1943, it faced many unexpected merchandising prob. 
lems. Many of the schemes that worked for certain }j 
did not work for others. Shoes called for a selling method 
neither main store nor neighborhood store, sales ide 
radically different from either were worked out to m 


the Maison Blanche Carrollton shoe department the boon. 

ing proposition it is. | 
The store—all but the shoe department—depends » 

self service selling, an idea borrowed from super markg 

merchandising. But self service, it was found, would ng New 


work for shoes. Customers must have individual attention, 

When Wally Klein, manager, put on a “Back to Schoo! 
shoe promotion, he had to depend om a mixture of me. 
chandising ideas to put it over. His advertising problex 
was to plug at customers in the store’s neighborhood, whik Manu 
still reaching a city-wide readership, because Maism§ poy s 
Blanche Carrollton drew a wide following from all see§ gevera 
tions of New Orleans. To accomplish these two tasks, k— April 
relied on two different media. Hitting hard at neighbo§ ata r 
hood prospects, he put the promotion into a medium rehg was h 
tively untried by big stores—motion picture advertising 












The movie plugs were concentrated in four theatres in th Thi 
store’s Carrollton section. They appeared on week eager! 
when Westerns and thrillers draw the kids in mass. ODT 1 

The problem of reaching a city-wide audience was easier oa i 
Borrowing the method of his parent store, Mr. Klein rm Ses 
half-page children’s shoe advertisements in all three NewR oot by 
Orleans daily papers. The promotion was a big succes seasor 
“For a store this size,” said Mr. Klein, “we did an amazing§ shoe f 
ly large business with customers from far-off sections of few d 
the city.” and | 

His location itself helps bring these customers frong 85] 
other sections. Almost in the geographical center of Nev tions. 
Orleans, surrounded by a small business district, Maiso A 
Blanche Carrollton is actually more convenient to hous§ , A ‘ 

Neti ‘ > Sa 
wives in many sections of New Orleans than the main city ate 


shopping center. lation 
Customers’ final selections are as complete as those off openi 
fered in the parent store. “We draw all our stock from main} The 
store reserves,” Mr. Klein reports. “Thus, when selection} shoes 
are low, a hurry-up phone call brings us a bigger stock} nate 


sometimes within minutes. The 
“We advertise ‘complete selections,’ and this is no ide} speci! 
boast.” buyer 


Main store buyers pick the branch’s merchandise, and Guild 
customers know that they can find the same shoes in Ca Early 
rollton as on Canal Street. The system also gives Maism# 44, . 
Blanche Carrollton the benefit of expert buying serve} ang y 
without the expense of maintaining its own buying staf} ation 
Mr. Klein has found that tastes of neighborhood customen§ aim 
are no different from those of main store accounts. creat 

Consistent with the self service policy, sales at Maison § allow 
Blanche Carrollton are strictly “carry,” but the store offen § Wer 


charge and lay-away service as well as “cash” buying. Ag *°°* 
direct telephone line is maintained with the parent stort sy 
for quick account checking, giving customers speedy service onl 


Borrowing a leaf from the neighborhood merchant 
Maison Blanche Carrollton keeps hours different from the flow 
parent store’s. Where principal Canal Street shops a8 ai. , 
open from 10 to 6, Maison Blanche Carrollton opens ®#§ prod: 
poors at 9:30 and closes at 6:30 to convenience neighbor Me 
hood shoppers. On week-ends—Fridays and Saturday’ Boar 
the hours follow neighborhood practice too—9:30 to 8:30 8 Inc., 
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«| To Open Fall Shoe Lines in Mid-April 124 Shoe Production 
Hs 






ttention, 
School” 
of me. 
problen 
d, while 
M 

all see. 
sks, he 






New YorkK—The Guild of Better Shoe 
Manufacturers will show their advance 
Fall shoe lines in their showrooms for 
several weeks, starting on Monday, 
April 16th. This decision was reached 















ighbo:f at a regular meeting of the Guild which 

m ref was held on Monday, February 12th, at 

rtising} the McAlpin Hotel in New York City. 

: in the This announcement, which has been 
eagerly awaited, cooperates fully with 


k-en 
: ODT regulations restricting conventions 
and concentrated travel during a short 
period of time. Therefore the Guild be- 
lieves the showing of Fall lines should 
not be limited to one week. Since the 
seasonal openings of these high-grade 

shoe fashions will not be restricted to a 
few days, this will enable shoe buyers 
and merchandisers to secure better 
transportation and hotel accommoda- 
tions. 

A. H. Bogutz, president of the Guild 
of Better Shoe Manufacturers, stated 
“As a patriotic gesture the Guild is, of 
course, happy to abide by all the regu- 
lations of ODT. All of the former pre- 
opening events have been called off. 
The Guild members will show their 
shoes for several weeks, so as to elimi- 
nate congestion.” 

The members of the Guild will make 
specific appointments with individual 
buyers. This will stagger attendance 
from the opening date of the 16th. 
Guild makers will take orders for the 
Early Fall months. This will inaugur- 
ate a plan for frequent selling periods 
and more varied styles. Closer coordin- 
ation of all fashions with shoes is an 
aim of this group of fine-quality shoe 
creators. These April selling dates will 
allow this coordination of Guild foot- 
wear with the major ready-to-wear and 
accessory styles. 

These Fall showings, which are the 
first since the Guild formed, will start 
-&more frequent buying trend, Mr. Bo- 
gutz is assured, along with a constant 
flow of style diversification. This is an 
aim of the Guild, to achieve a 12-month 
Production calendar. 

Members of the Shoe Manufacturers’ 
Board of Trade of Greater New York, 
Inc., which includes other manufactur- 
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New York Manufacturers Will Comply Strictly with ODT Regulations 
and Eliminate Formal Hotel Shows—To Do Away 
With “Frilly” Styles 


ers as well as Guild members, will also 
open their Fall lines at the same time. 


Simplify Fall Style Lines 

In discussing current styles and plans 
for Fall, some of the high style manu- 
facturers are emphasizing the fact that 
they will add few new ideas. As one 
man put it, “We are doing away with 
all frills.” One of his “frills” is the 
platform sole. This factory will not 
make any more of these soles until after 
the war. Factories noted for manufac- 
ture of this type, however, feel obliged 
to continue with them. As a result, they 
are being flooded with orders. One such 
factory reports that in two days a mid- 
dle western customer had sold out a 
shipment of platform sole shoes and 
was asking for more. If they made 
nothing but sling pumps on platform 
soles, this manufacturer remarked, all 
their customers would be perfectly sat- 
isfied. In this factory there will be no 
special Fall line built. The current 
shoes will just be carried over into the 
next season. , 

The manufacturers of unrationed 
types are having just as difficult a time 
but are keeping their factories busy. 
Training new workers is a problem that 
they report to be especially trying. One 
such manufacturer reports that his cus- 
tomers have already been doing such a 
big business on u..rationed shoes manu- 
factured for Spring and Summer, that 
they are back begging for more shoes. 
Another maker of good quality play 
shoes, reporting on best selling colors 
and patterns, gave first place to white, 
trimmed with royal blue, red or brown; 
after that sand color trimmed with 
brown platform and Lo el and yellow 
trimmed with royal blue on platform 
sole and heel. Two-thirds of his orders 
are on an ankle strap; the remainder on 
a sling pump. 


Report Sales Gain 


CotumsBus, O.—Schiff Co., chain shoe 
store operators, reported sales for 1944 
totaling $20,986,458.96, as compared 
with $19,178,842.80 in the preceding 
year, a gain of 9.45 per cent. 
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WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, for December, totaled 35,758,387 
pairs, according to a monthly release 
by the Department of Commerce, Bu- 
reau of the Census. This was a decline 
from the production of 39,507,539 pairs 
in November, and also from that of 
38,487,552. pairs in December of 1943. 
Total production for 1944 was 462,- 
663,006 pairs, 0.6 per cent lower than 
that for the preceding year. 

Production of shoes for the govern- 
ment, including men’s dress and work 
types and women’s shoes, amounted to 
4,285,902 pairs, a drop from Novem- 
ber production, but a decided increase 
over that of December a year ago. 
Total for the year 1944 in this classifi- 
cation was 50,096,045 pairs, 6.8 per 
cent above that for 1943. 

Output of men’s civilian shoes, dress 
and work types, came to 5,042,421 pairs 
in December, a decline from both the 
November, 1944, and December, 1943, 
figures. Total for the year was 665,- 
796,834 pairs, 21.6 per cent below that 
of 1943. 

Youths’ and boys’ shoe production in 
December totaled 1,157,326 pairs, below 
both the November, 1944, and Decem- 
ber, 1948, output. Total production in 
this classification for 1944 was 16,289,- 
747 pairs, a decrease of 17.9 per cent 
from that of 1943. 

Output of women’s shoes in Decem- 
ber reached the figure of 9,129,023 

[TURN TO PAGE 76, PLEASE) 













Stvie No, 6394—Sizes 4 to 12 





$950 


PLAY-MOCS 


FOR MEN AND BOYS 
Beat This Value 


Selected Antiqued Brown Elk Uppers 
Special Moccasin Last 

Genuine Leather Counter Pocket 
Heavy Leather Sock-Linin~ 
Reinforced Ball Strap 

Sturdy Leather Midsole 

Flexible Service-weight Comp. Seles 








Immediate Delivery 
Send Ration Curreacy with order 








THE ARNOFF SHOE CO., IOI DUANE ST., N. Y. C. 








Sees Tremendous Post-war Need for Shoes 





Guy E. Manley, Speaking at Annual Convention of Shoe Manufac- 
turers’ Association of Canada, Outlines Plans of United 
States and Canadian Manufacturers 


HAMILTON, ONT. — “Post-war needs 
of shoes in Europe will be tremendous 
and will result in continued conserva- 
tion of materials in the United States 
and Canada. It is quite possible that 
more fabrics will be used in shoes here, 
owing to leather shortage and overseas 
needs.” In these words, Guy E. Man- 
ley, executive vice-president of E. P. 
Reed Company, Rochester, N. Y., and 
president of the National Shoe Manu- 
facturers’ Association of the United 
States, attending the annual convention 
of the Shoe Manufacturers’ Association 
of Canada here, recently summed up 
what he believes will be a condition in 
the trade following the war. 

“Both United States and Canadian 
manufacturers,” he said, “are planning 
to do away with the peaks and valleys 
—the seasonal production—and to ar- 
range deliveries over the full twelve- 
month period each year. Retailers are 
showing a lot of interest in this plan. 
General advertising is to be more con- 
stant and not seasonal, as in the past, 
and there will undoubtedly be closer co- 
operation between manufacturers and 
retailers.” 

Speaking of possible post-war 
changes in styles, he said that there is 
a tendency toward tailored shoes and 
nicely finished leather. “Most people 
have lots of money at present.” he re- 
marked, “and they will go crazy for 
high-class stuff like this. 

“One of the vital issues in the trade 
right now,” he said, “is children’s shoes, 
in which there has been a great short- 
age. Manufacturers of children’s shoes, 
in an effort to relieve the situation, are 
planning longer hours of labor and are 
also adjusting sizes. Some of the very 
small sizes may be done away with so 
as to increase production of the larger 
sizes. Asa result, very young children 
may have to go without shoes alto- 
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Dates to Remember 


Showing by Chicago Shoe Sales- 
men, Plankinton Hotel, Milwau- 
kee, Wis. March 4, 5, 6, 1945 

Michigan Monthly Shoe Show, 
Hotel Statler, Detroit, Mich. 

March 5, 6, 1945 

Monthly Shoe Showing, Shoe Trav- 
elers’ Association of Chicago, 
Morrison Hotel, Ch Ill. 

Ma 26, 27, 1945 

Pennsylvania Shoe Travelers’ Asso- 

ciation Show, William Penn 

Hotel, Pittsburgh, Pa. 

May 6, 7, 8, 1945 





gether and only wear socks until such 
time as they start running around.” 
The planned production of Army 
boots in the United States, he said, will 
be much greater than in any previous 
year, which will further slow down ci- 
vilian production. A greater apprecia- 
tion of problems and closer relationship 
between labor and management in the 
factories now exist, he believes, and 
is helping the production considerably. 
Three hundred and fifty shoe dele- 
gates attended the convention at the 
Royal Connaught Hotel. Among them 
were several prominent United States 
representatives, including Joseph F. 
Wogan, general manager of the United 
Shoe Machinery Corp. of America, and 
Henry M. Spelman, Jr., consultant to 
the Office of Civilian Requirements, 
War Production Board, Washington. 
Among Canadian government represen- 
tatives in attendance were Henry Mor- 
gan, deputy co-ordinator, Textile Divi- 
sion, Wartime Prices and Trade Board; 
James H. Thomson, co-ordinator of dis- 
tributive sales division, WPTB; R. A. 
Stewart, hide and leather adminis- 
trator, Trade Board; George G. Hodges, 
footwear administrator, Trade Board; 





G. Elmer Johnsston, administrator of J} 


the wholesale and retail division, Was 
time Trade Board. 

In an address prepared at the opep 
ing session, Laurence M. Savage, of the 
Savage Shoe ‘Co., Ltd., Preston, Ont, 
president of the Shoe Manufacturery 
Association of Canada, stressed unity 
in the trade and the difficulty 
countered through shortages—partic 
larly in the manufacture of children’s 
footwear. 

“Production for 1944,” he said, “esti- 
mated at well over 35,000,000 pairs, 
exceeded 1943 and, with more mani 
facturing problems arising daily, we 
should indeed be very fortunate and 
thankful if 1945 ends up as well as in 
1944, Total overall production for 194 
over the year 1940—the year prior t 
price control—shows an increase of ap 
proximately 38 per cent, really an out 
standing achievement and comparing 
very favorably with the results obtained 
by industries fully aided by priorities. 

“The standardization and simplifice 
tion program of the Wartime Price 
and Trade Board is largely responsible 
for our 1944 record and, apart from 
being of great assistance in increasing 
production, such a policy has enabled 
practically every manufacturer to get 
under the present price ceiling regula- 
tions and, in fact, if such a policy had 
not been carried out, the result u» 
questionably would have been very 
disastrous. ... 

“The outlook for 19465 is still obscure. 
Whether or not the footwear manufat 
turers will be able to continue operating 
under the strained conditions which e 
isted during the last two or three years 
remains to be seen. Most certainly, 
manufacturers will do their best, but 
naturally, being a secondary industry, 
they are dependent on other sources for 
supply of raw materials in order to bk 
able to produce at the present rate. If 
these materials are not available {fo 
any reason whatsoever, or if labor doe 
not do its part in helping to produc 
then the output will be less in 1945 than 
in 1944. If given an even break, how 
ever, it is fairly safe to assume th 
footwear manufacturers ro Canada 
continue to make an excellent showing.” 
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Promotion. 


on Propr-Bilts? Just ask. 


WRITE FOR INFORMATION 











SHOE 





TION 


Leading stores throughout America 
will cash in handsomely on Propr- 
Bilts’ national advertising every month 
in the year as well as with Easter 


Beautifully styled, sturdily made 
Propr-Bilts have a SPECIAL story for 
Mothers that makes them unique in 
the field. Don’t you want more facts 


O'DONNELL 


CORPORATION 


HUMBOLDT, TENN. 
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To maintain equitable 
retailers, we cannot at this time establish sew 


BELLAIRE 


Bellaire Shoes Never Lose 
the Friends They Make... 


Women who wear Bellaire shoes 
are re 
sensible combination of good 
style and inner comfort features 
keep women’s feet young—leads 
them to Bellaire stores in every 
town. 


t-customers. Bellaire’s 


x* * 
distribution among our 


accounts. 


SHOE COMPANY 


TLANE MAINE 





Develop New Synthetic 
Rubber Latex 
NAUGATUCK, CONN. — A new syn- 


thetic rubber latex has been developed 
and is in production by United States 
Rubber Company at the Government’s 
synthetic latex plant here, according to 
i, P. Coe, general manager of the com- 
pany’s Naugatuck chemical and syn- 
thetic rubber divisions. 

“The new latex is a modification of 
the butadiene-styrene type of syn- 
thetic rubber,” Mr. Coe stated. “Ad- 
vantages of the new latex are greater 
uniformity and more easy handling and 
shipping. It mixes well with other in- 
gredients and is therefore very easily 
compounded for uniform viscosity and 
ther desired properties.” 

These advantages are said to give 
the new latex superior properties in 
saturating paper and fabrics for shoe 
parts and other artificial leathers. 

“This development is just one more 
Gample of the continuous improve- 
Ment in synthetic rubber technology 
Which has been accomplished by scien- 
tists of the rubber, petroleum and 
themical industries cooperating under 
tupervision of Rubber Reserve Com- 
pany in a united war effort. More than 
@e hundred thousand pounds, dry 
Weight, of this latex was produced in 
its first 60 days of manufacture,” Mr. 

said. 
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Announce New 
Waterproof Material 


Akron, 0.—“Vitafilm,” a new light- 
weight, waterproof packaging and fab- 
ricating material which also can be 
woven into fabrics, was announced re- 
cently by The Goodyear Tire & Rubber 
Company. A. F. Landefeld, manager of 
Goodyear’s Pliofilm Department, de- 
scribed “Vitafilm” as a derivative of 
polyvinyl chloride. It offers amazing 
current and postwar possibilities, he 
said. 

For woven fabrics, “Vitafilm” is cut 


into thin strips which are stretched and 
twisted into thread for the looms, after 
which it is woven like any other fabric 
material such as cotton or rayon. Con- 
ventional spinning machinery and looms 
now producing other types of fabric 
handle “Vitafilm” satisfactorily, oc- 
cording to Landefeld. 

“Vitafilm” fabrics of this kind, utiliz- 
ing the same range of color designs and 
figures available with other fabric mate- 
rials, are suitable for shower curtains, 
ladies’ handbags, shoe uppers and sim- 
ilar products where lightness and water- 
proofness are desirable. 





Detroit Shoe Men at Informal Meeting 





Detroit, Mich.—Detroit shoe men, who have been meeting weekly at Cliff Bell's 
Cafe for an informal luncheon get-together, have placed their meeting on visual 
record. Photo shows part of the crowd, including both retailers and travelers, at 


@ recent session. 
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SCOTT'S Arch Supports 


Step up sales 10% to 20% by featuring Scott’s Foot Ap- 
pliances. Many customers need a Scott Longitudinal Arch 
Support. Select from 5 styles, all sizes. Orthopedic Sponge 
Rubber or Wool Felt. Specially hand formed for perfect fit. 


BIG PROFITS FOR YOU! Oval Support (Illustrated) 
medium size, only $2.40 a dozen—you retail! at 50c to 75c 
each. Soft-Tred, medium size, only $1.75 per dozen. Scott’s 
Special for professional use, medium size, $4.10 per dozen. 
Order from your Scott catalog. If you have no catalog, 
write for a copy today. 


SCOTT FOOT APPLIANCE CO., Omaha 8, 
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Bobby Antoine discusses the features of his new Red Goose Shoes with the clown 
who was the star of the television broadcast “Circus Folks." 


New YorkK.—Red Goose Shoe Divi- 
sion of International Shoe Company 
made a contribution to the advance- 
ment of television with its pioneer pro- 
gram, “Circus Folks,” presented over 
DuMont television station WABD, New 
York, on Sunday, February 18. The 
program, a dramatic story of circus 
folks, told about the love of a clown 
for the feature dancer of the circus. It 
was recorded on 16 mm. sound film, 
which was shown in conjunction with 
live talent to a studio audience consist- 
ing of many shoe retailing executives. 
The program was produced by West- 
heimer & Co., of St. Louis and pre- 


sented under the direction of Bud Gam- 
ble. Sets were designed by Edna Gam- 
ble. 

For the commercial, Bobby Antoine 
showed the circus clown his new Red 
Goose shoes and the two discussed the 
product. 

One of the most unusual features of 
the program was its incorporation of 
many stars of leading Broadway pro- 
ductions into the cast. Stars included 
Irene Hawthorne of “Sing Out Sweet 
Land,” Henry Swarz of “Up in Central 
Park,” Phyllis Brown of “Seven Live- 
ly Arts,” G. Swain Gordon of “It’s a 
Gift.” ‘ 





Receives Oak Leaf Cluster 


AN EmcuHTH Arr Force BomMBER STA- 
TION, ENGLAND—A second oak leaf 
cluster to his air medal has been award- 
ed to Staff Sergeant George H. Chap- 
man, 28, for “courage, coolness and 
skill” while participating in bombing 
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missions to German industrial and mili- 
tary targets. Sgt. Chapman is the 
aerial engineer and top turret gunner 
on an Eighth Air Force B-17 flying 
fortress. 

He is the son of Mr. and Mrs. Rob- 
ert Chapman, Lynn, Mass. He at- 
tended the Lynn shoe school and prior 











to entering the AAF in August, 1942 
he was employed as a pattern maker 
by the United Shoe Pattern Company, 
Boston. 








Opens Department 
In Trenton Store 


PHILADELPHIA, Pa. — Alfred UH. 
Cohen, with headquarters at 44 S. 52nd 
St., here, recently announced that he 
has opened a new shoe salon in Dun- 
ham’s, Trenton, N. J. Mr. Cohen also 
operates shoe departments at Wein- 
berg’s, Chester, Pa., and at Braun- 
stein’s in Wilmington, Del. 

The new salon includes a complete 
children’s department featuring a large 
assortment of quality shoes. Some 
renovations have been completed, but 
still others are to be made in the near 
future which will include a new fluores- 
cent lighting system in the department. 

The department at Dunham’s is man- 
aged by Nat Levin. 


New All Rubber 
Arctic Overshoe 


JERSEY City, N. J.—A new all-rubber 
arctic overshoe has been developed by 
the Quartermaster Corps of the Army 
to replace the former cloth-top over- 
shoe, which has up to now been desig- 
nated as “limited Standard.” The cloth- 
top overshoe was built with the quar- 
ters, vamp, and gore of black cash- 
merette as a conservation measure 
when rubber was more critical than it 
is at the present time. The greater 
availability of synthetic rubber has 
made it possible to manufacture the alk 
rubber overshoe, which has many advair 
tages over the cloth-topped item. The 
new overshoe is more waterprool, 
easier to clean, and more durable. It 
is made over a new standard Army last, 
and is higher than the cloth-topped 
overshoe, measuring 18% inches from 
the bottom of the sole to the top. 
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PLEASE WRITE OR PHONE 


CHAS. G. LINDEMANN 


GORDON STRONG & CO 
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“OUT-DOR-EES" 
PLAY SHOES 


: a Imitation leather 
upper with 

composition 

tested sole 







Black Patent with red platform. 
Two tones:—Turftan with beige; 
white with Turftan; white with red. 
All over:—Beige, red, white. 


Sizes 4 to 9 (half sizes) packed 
18 or 36 pair to color 


immediate and future delivery 


WILLIAM COHAN CO. 


19 So. Wells St., Chicago 6, Ill. 











i ed 


X-RAY SHOE FITTERS 


SO Fr OF er ee 


M. B. ADRIAN 


Originator of X-RAY shoe fitting 
announces his new company 


M. B. ADRIAN & SONS CO. 


builders of X-RAY shoe 
fitting equipment 


Orders taken now for a 
NEW STYLE machine. 
Delivery soon ... when 
materials are available. 
Write for information 
and literature. 


= 











Repairs and replacement parts for 





your present machine available now. 


M. B. ADRIAN & SONS CO. 
3117 So. Logan Ave. 
Milwaukee, Wis. 











Schmincke Named 
Ad Manager 


LYNCHBURG, VA. — Louis H. 
Schmincke has been appointed advertis- 
ing manager of Craddock-Terry Shoe 





LOUIS H. SCHMINCKE 


Corporation and its branches, succeed- 
ing the late John H. Wilson. Mr. 
Schmincke has been associated with the 
company and its predecessor, Craddock- 
Terry Co., for twenty years; he joined 
the firm in 1925 at its Baltimore office. 

When the Baltimore branch was 
closed in 1929, Mr. Schmincke went to 
Lynchburg, where he was affiliated with 
the buyers’ department until recent 
months. He acted as assistant adver- 
tising manager until his present ap- 
pointment. 


Jungle Boot Contracts 


Awarded 


Boston, Mass. — Three hundred and 
sixty thousand pairs of jungle boots are 
included in the® mdst recent list of 
awards announced at the Boston Quar- 
termaster Depot. The award was di- 
vided among six companies: 

United States Rubber Co., 129,000 
pairs; Hood Rubber Co., 72,000; Bristol 
Mfg. Co., 45,000; Endicott-Johnson Cor- 
poration, 42,000; LaCrossse Rubber Co., 
42,000; and Converse Rubber Co., 
30,000. 

In addition, the United States Rub- 
ber Company has been awarded con- 
tracts covering the manufacture of 1,- 
405 pairs of 12-inch shoe pacs; 395 
pairs of 16-inch shoe pacs; and 7,500 
pairs of safety sole boat overshoes. 

The Cambridge Rubber Company is 
to make 50,000 pairs of wader knee 
boots; and the Goodyear Footwear Cor- 
poration has contracted to make 2,061 
pairs of arctic overshoes. 



















MOCCASINS 


PLUMP LEATHER UPPERS 
SEWED COLLARS 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


$4.5 


























Ne 6142 
MEN'S SIZES 6% -—12 
BOYS’ SIZES 1-6 81.70 





ARNOFF SHOE CO.,INC., 101 Duane Sf. NYC 








Made Promotion Manager 


MINNEAPOLIS — Arthur B. Peterson, 
who has been identified with the she 
industry in the Northwest for many 
years, has recently become associate/ 
with Mid-Continent Footwear Co., a 
sales promotion manager. 

Mr. Peterson has had a varied ani 
extensive experience with some of the 
finest retail stores in the country, anifT'9 Op 
he is in a position to counsel with ac 
counts as to promotional possibilities of MALO! 
the lines of Mid-Continent Footwearg@t ¥8Y 
Co., who distribute men’s, women’s anip™ PTeP: 
children’s slippers and play shoes, asgplant of 
well as a complete line of childrensgeo™ th 
shoes, here, fo 

The firm has on its staff twenty sales §°* Slip 
men covering territory from New York 5¥Pe’ 
and Pennsylvania to California, Wash-§ Paul 
ington and Oregon. It will be Mr§dated, s: 


ing of 




















Peterson’s aim to work in each indi-jthe Ma 
vidual salesman’s territory and assist infwith ur 
sales and promotion work. Gers, us 


Mid-Continent Footwear Co. have regdevoted 
cently added to their sales staff: C. W.ging ope! 
R. Eckberg, of Huron, S. Dak., wh§ He ss 
covers South Dakota; Kirby Taylor, of fbranch 
Fort Worth, Tex., who covers the entire Jpointme 
state of Texas, and Belmont Block, offline, wi 
N. Hollywood, who will cover Souther ithe com 
California and Arizona. 





Army Buys Men’s Slippers la. Ww 
BostoN—Contracts covering the mat- Miss | 
ufacture of approximately 82,000 pairs— Ranp 
of men’s slippers have been awarded at } Brenna: 
Boston Quartermaster Depot. They are{ William 
divided among seven manufacturers as | street, | 
follows: ex-May 
Welleo Shoe Corporation, 48,000 § Brockto 
pairs; L. B. Evans’ Sons Co., 16,000; §E. Doy! 
Danvers Shoe Co., 10,008; C. A. Gros § Mrs. Vi 
venor Shoe Co., 5,400; George F. Carle §Februa: 
ton Shoe Co., 5,400; The Edward New § Randol; 
hall Slipper Co., 5,004; and the Knights §% hono: 

Allen Co., 2,500. 
March | 
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— Dice ramatics, 
by the California Leisure Shoe 


pany, will henceforward be 


ERS ibresented under our new Trade Mark 


Mind. 
ce 


eats tootwear. It'll be better than ever 
—_fin every respect . . . in smartness, 
priginality, and quality. 
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aa ing of California (formerly California Leisure Shoe Company) 1122 Santee Street, Los Angeles 15, California 
of th 





y, aufTo Open Branch Plant i 
wh ‘aloo, N. Y.—Alterations are un- Modern Depa rtment in Texas Store 


stweargder way in a building at Mooers, N. Y., 
*s anigin preparation for opening a branch 
es, asgplant of Consolidated Slipper Corpora- 
dren'sgtion, the headquarters of which are 
here, for the production of 4,000 pairs 
sales. slippers daily. Justin B. Driscoll is 
- York Pts superintendent. 
Wash-§ Paul B. Earl, president of Consoli- 
2 Mr.§dated, said that for the past three years 
indi-fthe Malone plant had been occupied 


ae oe 






sist in h urgently needed government or- 

ders, using space that was normally 
ve re gdevoted to the established line of shear!- 
C. W.fing operas. 


, whef He said it was decided to open the 
or, ffbranch to eliminate continued disap- 
entire Bpointment of regular customers for this 
*k, offline, with whom a large demand for 
thers [the commodity has been built up. 





San Antonio, Tex.—Carl's Shoe Salon opened here recently after extensive re- 
va modeling, giving this store and this city one of the most modern and attractive 
Lt. William E. Doyle Marries departments of its kind in the Southwest. Columns ot the entrance are faced with 
Miss Fil mirrors, while the walls are faced with leather padding. Stockrooms have been 
man- een M. Brennan provided at one side and the rear. Indirect lighting eliminates any reflection or 


RANDOLPH, Mass.—Miss Eileen Mary 9/@F@- 

Brennan, daughter of Mr. and Mrs. 
William J. Brennan of 134 South Main and her bridesmaids were Miss Evelyn Mrs. Doyle is a graduate of Sacred 
street, Randolph, and granddaughter of Ford of Brookline and Miss Mary Slat- Heart Country Day school in Newton 
ex-Mayor and Mrs. John S. Kent of tery of Jamaica Plain. and Mount Ida Junior College, Newton, 
Brockton, was married to Lt. William Sgt. Donald C. Doyle, brother of the class of 1941. 
E. Doyle, Jr., USNR, son of Mr. and bridegroom, was best man, and ushers Lt. Doyle was graduated from Brock- 
Mrs. William E. Doyle, of Brockton, were Lt. Philip Finn, USN; Lt. (jg) ton High School and Harvard College, 
February 12, at St. Mary’s Church in John B. McCann, medical corps, USNR, class of 1936. He is a member of the 
Randolph. Attending the bride as maid and Flight Officer J. Kent Brennan, Harvard Club of Boston and the Pi Eta 
of honor was Miss Jane Nance Newton, USAAF, brother of the bride. Club. 
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WORK SHOES 














HYDE ATHLETIC SHOE CO. 
CAMBRIDGE. MASS. 





MOCCASINS 





HEAVY BROWN UPPERS 94-45 


. 





MEN'S SIZES 6-12 $1.45 
BOYS SIZES 3-6 $1.40 
WRITE FOR FOLDER 
GIRLS’ MOCCASINS AND SLIPPERS 


CONJOR SHOE CO. 
287 BROADWAY NEW YORK CITY 





FOOT APPLIANCES 











FOOT APPLIANCES 
For better 
ek o> 
ances an 
full line of 
rubber and 
te make your own supports, write 
r 
Stationery for illustrated See re eee 
noe 1024 W. 7th St, Los Angeles 
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The Air Medal for “exceptionally 
meritorious achievement while partici- 
pating in bomber combat over enemy 
occupied Continental Europe” was re- 
cently awarded to Lt. Robert S. Shu- 
man, bombardier-navigator. The medal 
was presented to his father, Jack Shu- 
man of Brookline, Mass., at Logan Air- 
port by the Commanding Officer, Capt. 
Wasson W. Lawrence, in the absence of 
the flier who is a prisoner-of-war in 
Germany. 

a + + 

Harry Lasky has been promoted to 
divisional merchandise manager of 
shoes at John Shillito Co., Cincinnati. 
He formerly was buyer. He will have 
under his supervision the men’s, wo- 
men’s and children’s shoe departments. 

* * * 


Phil Hamburg was recently appointed 
basement shoe buyer of John Shillito 
Co., Cincinnati. For the past three 
years, he was connected with Brown’s 
Bootery in Lexington, Ky., and man- 
aged stores in Knoxville, Tenn., and 
Louisville. Previous to his connection 
with Brown’s Bootery, he spent some 
years with Winkelman’s in Cincinnati 
and Philadelphia. 

* « * 

A. D. Bellamy has resigned as shoe 
buyer for the Idaho Department Store, 
Twin Falls, Idaho, and has joined T. V. 
Hudson of Hudson-Clark Co. in pur- 
chasing the Modern Shoe Store of Twin 
Falls. The name of the store will be 
changed to Bellamy’s; it will operate as 
a high grade family shoe store. Mr. 
Hudson is also interested in Dee’s Shoe 
Store in Pocatello, Idaho. 

D. W. (Wess) Bagley is now the shoe 
buyer in The Idaho Department Store. 


+ . + 
L. H. Hansel, president of The Fel- 
ters Company, Boston, Mass., was 


elected president of The Felt Associa- 
tion, Inc., following a recent meeting at 
headquarters of the association. He 
succeeds J. T. Lawless who was chosen 
vice-president. W. J. Parker was re- 
elected executive. .secretary-treasurer. 
Directors of the association for 1945 
are Herman Berglund, E. W. Booth and 
A. N. Sudduth and Messrs. Hansel and 
Lawless. 
* * * 

Louis Klemmler, buyer of the fifth 
floor shoe department at The Hub, Bal- 
timore, Md., has joined the May Co. 
Baltimore store as basement shoe de- 
partment buyer. The new buyer in the 
Hub’s fifth floor shoe department is 
Sidney Land. . 

- * + 

Reuben Stiefel, head of the shoe de- 
partment at Dickson & Ives, Orlando, 
Fla., has returned from an extensive 
buying trip to the New York market. 

* a * 

Alton G. Martin, formerly associated 

with his twin brother, Elton Martin, in 














































stock of 
peing lic 
The ! 
the operation of the Mar-Twin gi ¢alif., ¥ 
Store, Palatka, Fla., has been 4 Hahn to 
missing in action in Belgium singe 
cember 22. Pte. J 
. *~ . man of 
Dr. Domingo Gapuz, young Fij delphis, 
scientist attached to the University eee 
Cincinnati’s Tanners’ Research } ee 
tute, has received the first wor a 
three years from his wife and years si 
in the Philippines. i 
A letter written by Mrs. Gapuz E. M 
forwarded through Navy post off Pessemi 
channels reached Mr. Gapuz resignec 
channels reached Dr. Gapuz ture to 
three children are with his wife, 4g Davis, 
Gapuz and the children were on Wilkers 
until September when they moved to signed 
tiny island in Lingayen Gulf. , was co 
Dr. Gapuz and Ricardo Hermosa, g 
at the leather institute, came for 
year’s study in 1941 and were uz Haro 
to return. Mr. Hermoso’s wife is aging: 
him but no word has been received ing ™ Klop 
other members of his family in ¢ oot om 
sae . né 
Philippines. v4 8 place a 
Corp. Robert Feineman, former 1 =, 
ager of the shoe department at Fe ber of 3 
man Bros., Rochester, N. H., and: 
a member of an Army Combat Eng The 
neer regiment, participated in the inw§ anothe: 
sion of one of the islands of the Phil manag 
pines, presumably Luzon. In a lengilf Store | 
letter to his wife he described his exp past fi 
riences in the landing and told of t® into th 
hardships which thousands of Filiping own st 
suffered at the hands of the Japanes§ Royal 
* ¢ * with tl 
Wilson LaChance of Waterville, uq °° 
who has had long experience in the Bern 
business, has been named as the ne@ shoe m 
manager of the Endicott-Johnson (@ ness. 
Shoe Store in Rochester, N. H. B® Compa 
wife will assist him in the store. Mj years, 
LaChance succeeds George A. Dug other 
manager for two years, who died ™ 1910. 
cently. 
* * * Ben 
The Wilson Shoe Shop in Detroi a , . 
suburb of Hamtramck is being made the 
partnership, with Mrs. Toby Mi - 
added as a partner. Store was former] Nat 
under the sole ownership of her Michi 
band, Sam A. Mindel, who came i | 
the store as partner two years ago. iliness 
oe... weeks, 
A shoe man of many years’ expe M 
ence is retiring from active partici aj 
tion in retailing on May 1. Harry ciated 
Levinson head of Meyer & Levinsay Saniz 
Chicago, is selling out his business. or his 
Mr. Levinson opened his first store 5, yp, 
1908 at Madison and Halsted St specia 
under his own name. In 1916 he fo ome 
the firm of Meyer & Levinson, Inc. 
opened the South side store on Halst Pat 
Street. Later a store at 1256 Mi Nett] 






kee Ave. was opened and then one 
9088 Commercial Ave. These two 
were both sold in the fall of 1944. 
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of this last remaining store is 
d. 
peing liquidate . 


~~ 


The El Cajon Bootery, El Cajon, 







Twin gm Calif, was sold recently by Henry F. 
T Yepolt Hahn to Nona B. Alidis. 
) sinee * * 

Pfc. James H. Sturges, former sales- 
man of the A. H. Geuting Co., Phila- 
delphia, Pa., was wounded in action in 

ss ding to a War and Navy 
iversi Germany according 





raity Department casualty list released Feb- 
muary 12. He entered the Army three 
years ago and has been overseas for a 




















nd fa 

year. ** @ : 
rapuz E. M. Gannon, former manager of 
ost off Pessemier’s Shoe Store in Seattle, has 
1Z resigned, and will go into a new ven- 
1Z ture to be announced shortly. Melvin 
vife. Ma Davis, formerly associated with the 
on Img Wilkerson Shoe Company has been as- 
oved tp signed to take his place. Mr. Davis 
‘ was connected previously with Mac- 
noso, jf Dougall and Southwick's, Seattle. 

” ” 

- be Harold Kachel, who has been man- 
@ is wa aging: the Nunn Bush shoe store located 
ved fry Kloppenstein’s, Seattle, for the past 
y in @ Six years, has resigned to take a part- 

nership in a photography studio. His 

place at Kloppenstein’s was taken by 
_ Oliver Carlson, who has been associated 





with shoes in San Francisco for a num- 
berof years. | . . 


The Detroit shoe trade is losing 
another veteran in Charles W. Combs, 
manager of the Ground Gripper Shoe 
Store in the downtown area for the 
past five years. He is leaving to go 
into the grocery business, opening his 
own store in the North end suburb of 
Royal Oak. Mr. Combs was formerly 
with the Dr. Reed Cushion Shoe Store 
here. 












*-> * * 


Bernard J. Smith, veteran Detroit 
shoe man, is retiring from active busi- 
ness. He was with the Hanan Shoe 
Company here for the past seventeen 
years, and had been associated with 
other shoe stores here since around 
1910. tae 


Ben S. Berke, who operates Berke’s 
Boot Show, on Washington Boulevard, 
Detroit, was hospitalized for a week as 
the result of serious illness. ° 

* > * 

Nathan S. Hack, vice-president of the 
Michigan Retail Shoe Dealers’ Associa- 
tion, was another victim of prevailing 
illness, confined to his home for two 


weeks, but now back at the store. 
_ > 7 














Major Morton Hack, formerly asso- 
ciated in the Hack Shoe Company or- 
ganization with his father, Nathan 
Hack, Detroit, is moving in high circles 
in his capacity as Special Service Chief 
in England. He recently arranged a 
special show for Russian Relief at the 
home of Mrs. Winston Churchill. 

. . * 









Pat O’Neil is now manager of the 
Nettleton Shoe Shop at Chicago, suc- 
ceeding Leonard Sheehan who left Net- 
tleton last November. Mr. O’Neil had 
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Smooth fitting of a try-on is 
complimentary to the floor sales- 
man for efficiently judging a cus- 
tomer’s measurements and last 
requirement. The manufac- 
turer’s workmanship and choice 
of last also must be credited. 
Finally, backing contributes a 
perceptible, if invisible, amount 
to the comfort of a shoe. 


ACME Backing enables shoe 
uppers to conform tightly to last 
shapes. The flexibility of this 
backing shows up when the shoes 
are finished. There is no “pulling 


| away” on the inside as the foot 


enters a shoe. 


AWIED 


HADLEY 


s1 


LOUIS 6. 





The more you learn about 
backing, the greater will be your 
confidence in the fitting qualities 
of shoes backed by ACME. 


HAE A 


& MULLANPHY STS 
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ABC 


Combiners of 
Fabric and Leather 
MERS. of 
BACKING 


CLOTH 


AY PALI D 
BACKING Corp. 
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been assistant to Mr. Sheehan for some 
time. He was earlier with Carson Pirie 
Scott & Co. 

* . : 

Mr. and Mrs. Joseph Myers, after nine 
years of active ownership and opera- 
tion, have sold the Modern Miss Shoe 
Store, Anderson, Ind., to Lawrence 
Clift and Paul E. Silberman, who have 
been in the shoe business for forty 
years in New Castle and nineteen years 
in Muncie. 

* * . 

Harry Farnum, head of the Lothrop- 
Farnum Co., men’s and women’s shoe 
and clothing store, Dover, N. H., was 


elected a director of the Dover Retail 
Merchants’ Association at the organi- 
zation’s annual meeting. He has also 
purchased the Merrill block, in the 
heart of the business section, from Nor- 
man L. Cushman of Winchester, Mass. 
* 7 7 

Fred W. Uhiman, Bowling Green, 0O., 
who operates clothing and shoe stores 
in Ohio, Michigan, and Indiana, has 
donated a check for $100,000 to the re- 
cently incorporated Wood County Hos- 
pital Association, a non-profit group 
which plans to erect a modern hospital 
in Bowling Green when conditions per- 
mit. 
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LEISURE SANDAL 











1% 
8 pair 
2% 10 days, net 30 
F.0.B. Chieage 
Brown imitation leather upper 


with rubber sole and heel. 


Sizes: 6 to 11, packed 36 prs. to ease, 
assorted sizes. 


18 pr. orders accepted. 
Immediate and future delivery 


WILLIAM COHAN CO. 
Play Shoes—House Slippers—Sport Shoes 


Midwest Distributor 
Knomark and Esquire Shoe Dressings 
19 So. Wells St., Chicago 6, Ill. 














CHILDREN’S 
Non-Rationed SANDALS 


In-Stock 


$4.35 


per pair 
Sizes 5-11 


At Once Delivery 





Terms: Net 10 days F.0.B. New York 
Minimum Orders—ié pairs 


Misses Sizes 12-3 $1.50 
Women's Sizes 4-9 $1.60 
COLORS: WHITE, BEIGE or RED 


DURABLE-WEARING SOLES 
ADJUSTABLE BACK STRAP 


GERDA FOOTWEAR CO., INC. 











158 Duane St., New York 13, N. Y. 
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To Travel For 


Brauer Bros. 


St. Louis, Mo.—Harry Ottmann, for- 
merly assistant to Roy Sundling, sales 
manager of Brauer Bros. Shoe Com: 





HARRY OTTMANN 


pany, will now cover the states of 
Texas, Louisiana, Arizona and New 
Mexico for the firm. He succeeds Ray 
Oppenheimer, who has resigned after 
nine years with the company. 





Weiss Again Heads 
Michigan Travelers 


Detroit, MicH.—Samuel S. Weiss of 
the Cambridge Rubber Company, re- 
elected president for the third term by 
the Michigan Shoe Travelers’ Club by 
unanimous vote, and other new officers, 
George H. Lawson, Phyllis Shoe Com- 
pany, vice-president; Sam Kane, Bates 
Shoe Company, secretary; and E. W. 
Jensen, Nu-Way Shoe Company, trea- 
surer, were installed in a meeting at the 
Hotel Statler, on February 6. 

Al Apple of the Portage Shoe Com- 
pany was elected chairman of the board 
of directors. Elected to the board for 
three-year terms were: Curtis Johns of 
the Groves Shoe Company; Harold A. 
Broadwell, John Pilling Shoe Company; 
and George A. Jacques, William F. 
Mayo Rubber Company. 

Formal installation of officers was 
conducted by Frank A. Huetter of the 
Conrad Shoe Company, an early presi- 
dent of the MSTC. 

The annual installation was held as 
a mixed gathering, with the wives of 
members attending. Buffet supper and 
refreshments followed, with social 
games, cards and entertainment. Cur- 
tis Johns, who has his shoe headquar- 
ters in Grand Rapids, but was formerly 
a tenor with the Metropolitan Opera for 
two seasons, gave a number of capella 
solos. 

Visitors included C. Guy Dixon of the 
J. L. Hudson Company, president of 
the Detroit Retail Shoe Dealers’ Asso- 
ciation, and Mrs. Dixon. 
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ADD TO YOUR PROFITS 


by showing and fitting Fischer 
Bunion Protectors. They over. 
come the trouble in fitting stylish 
shoes to feet distorted by Bunions 
and Enlarged Joints. 








na 


Made of fine strap leather and wool fej 









Tre 


Shoe | 
Trem! 


Thom! 





mand for Fischer 
Bunion and Enlarged 
Joint Protectors for 
the reason it is con- 
sistently advertised 
in consumer maga- 
| zines. 

Ask your Shoe Finders 

Dealer. He will be 

| glad to supply you. 

| ON THE MARKET FOR OVER 40 YEARS 
| THE FISCHER MFG. CO. 


There is a ready de- ¥ 





3522 N. Downer Ave. 
Milwaukee !!, Wis. 








sales : 
time : 
plans. 


will r 
in son 





Small Heads Thompson Bros. 

BrockTon, Mass. — Joseph E. Small, 
who was elected president and general 
manager of the Thompson Bros. Sho 
Co. last July following the death a 
Laurie S. MacDonald, was re-elected to 
that office at the annual meeting of the 
company. 

Re-elected also were Marshall Nazr, 
vice-president; Mrs. Edna F. MacDon- 
ald, widow of the late president, assit 
tant treasurer, and Harry T. Baldwin, 
secretary. 

Three directors were added to th 
board, making a total of seven. Th 
new directors, all of whom have beet 
with the company for several years, are 
Henry Heusser, head accountant ani 
office and credit manager; Horace EB 
Swann, manager of the cost depart 
ment; and Eben F. Tilden, Jr., purchat 
ing agent and also in charge of at- 
vertising. 


Henry Rand Named 
International Director 
Sr. Louis, Mo. — Henry Rand has 








been elected by the stockholders of It 
ternational Shoe Company to serve @ 
the board of directors of the company. 
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Tremble Rejoins 
Thompson Staff 


BrocKTON, Mass.—Thompson Bros. 
Shoe Company announces that John H. 
Tremble, who for many years sold the 





JOHN H. TREMBLE 


Thompson Bros. line, has rejoined the 
sales force and is spending much of his 
time at the factory familiarizing him- 
self with the line and post-war selling 
plans. As soon as conditions permit he 
will resume selling, calling on accounts 
in some of the larger cities. 





Plan New Cuban Plant 


New York. — Plans for immediate 
construction of a new manufacturing 
plant to be built near Havana, Cuba, 
were announced recently by United 
States Rubber Company. 

“Manufacturing will begin with the 
production of tire recapping materials 
and canvas shoes with synthetic rub- 
ber soles, commodities which are 
urgently needed in Cuba,” said L. C. 
Boos, vice-president and general man- 
ager of United States Rubber Export 
Co., Ltd. “As conditions permit, plans 
provide for expansion into other major 
commodities regularly manufactured 
by the rubber company. 

“Design of the plant conforms with 
the country’s architectura! style. Cor-. 
rect lighting, sanitary conditions and 
other comforts for the workers, of 
whom there will be approximately 150, 
have been given major consideration. 
Construction contracts have been let to 
Cuban concerns.” 


Ask Fewer, Simpler Lines 


Detroit, Mich.—A strong stand in 
favor of directing shoe production into 
fewer and simpler lines to allow a wider 
Spread of sizes, together with insistence 
upon production of higher quality ra- 

» 88 opposed to the non-rationed, 
types, was taken by the Detroit Retail 
Dealers’ Association, here. 

In a statement of the association posi- 

tion, being sent to the Leather and 
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IN STOCK 


Net 10 Days - 
F.0.B. New York 
Minimum Ordere— 
18 pairs 


* All Leather Uppers 


%& Sock Lining Sewed In 
* Easy on the Feet 


158 DUANE STREET 


| FOR BETTER GOING—SEE GERDA — FOR BETTER GOING —~SEF GERDA — FOR BETTER GOING—SEE GERDA — FOR BETTER GOING—SEE GERDA | 





= 


Textile Section of the WPB, as well as 
to the national association, directive 
policies for manufacturing are asked 
for “voluntary acceptance of simple 
shoes, easier to manufacture, in order 
to insure more rapid delivery and in- 
creased pairage with the same labor 
force. More complete lines in fewer 
styles and colors would aid shoe selling 
and fitting.” 

Attacking non-rationed shoe produc- 
tion, the association said, “Quality is 
paramount from the consumer stand- 
point, and we believe that, within the 
limits of the materials available, man- 
power should be kept in factories mak- 
ing rationed-type footwear. Shifting 





FOR BETTER GOING —SEE GERDA — FOR BETTER GOING —SEE GERDA 


CHILDREN’S ALL LEATHER SLIPPERS 


AT ONCE DELIVERY © 
NON-RATIONED 


Infants’ Sizes 5-8 
Children's Sizes 8!/,-12 
Misses’ Sizes 12!/>-3 


SELLING FEATURES 


* Flexible-Hard Leather Soles 
* Brown or Tan; alsoRed * Fine Grain Kidskin 

* Scotch Plaid Linings 

* Regular Half Sizes 


“FOR BETTER GOING SEE GERDA” 


GERDA FOOTWEAR COMPANY, INC. 


FOR BETTER GOING —SEE GERDA — FOR BETTER GOING —SEE GERDA 








$1.55 


NEW YORK 13, N. Y. 
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Manpower to manufacture non-rationed 
shoes will effect an increase of non- 
rationed shoes of low value, as opposed 
to the fuller consumer value in ration- 
type shoes.” 





Opens Juvenile Shoe Store 


CINCINNATI, O.—Grasso’s Shoe Store, 
featuring juvenile shoes, was opened 
here recently in the Netherland-Plaza 
Hotel. The store is under the personal 
supervision of John Grasso, who oper- 
ates also Park’s Shoe Store in Elmwood 
Place, O., and Grasso’s Shoe Store in 
Madisonville and St. Bernard, O. These 
last two stores are family units. 
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The C. A. Haines 
Health Shoe 


. 
for children have for many 
years been making friends with 
consumers. Mothers know that 
their children’s feet are 
safe in shoes bearing this 
familiar brand which are 


MMENDED 






best possible materiais. 
We refuse to lessen the 






quality of C. A. Haines 
shoes in order to make 
more of them. 
Because of the shortage of man power, 
we regret we cannot supply all of ©. A. 


Haines shoes wanted by our customers. How- 
ever, we are servicing all on a fair quota 
basis to insure equal treat- 


can satisfy the demand 
for this popular line 
which retails up 
to $4.00. 
3007 
White 
Crushed 
Goatskin 


SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 


Our Distributors 
American Shee Co., S. Freiburger & Bro. Ce., 
251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 











ee Oe OF ere er er ee er ree 


SANDALS 
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Non-Rationed 
LEISURE SANDALS 


Imitation Leather Uppers; 
Composition Rubber Soles 








Children’s Sizes 5-11 .......... $1.35 
Misses’ Sizes 12-3 ............. 1.45 
Ladies’ Sizes 4-9 .............. 1.55 


Red, Beige, White 
Packed one color, one size range to case 


ORDER NOW 


CONJOR SHOE COMPANY 


287 Broadway New York City 

















Holden Promoted 
To OPA Post 


DETROIT, MicH.—F red T. Holden, as- 
sistant shoe-rationing officer of the 
OPA in Detroit for the past year, has 





FRED T. HOLDEN 


been promoted to the post vacated by 
his former chief, Stuart J. Rackham. 
Mr. Rackham resigned to return to pri- 
vate business interests as head of the 
Stuart J. Rackham, Inc., shoe store 


here. 


Mr. Holden was formerly merchan- 
dise manager for the second floor shoe 
New 
York, and later for the National Bel- 
las Hess Company, New York, mer- 
chandising shoes for 52 department 
Other posts 
were with Henry Morgan Company, 
Montreal, and Hudson’s Bay Company, 


department of Wanamaker’s, 


stores in the latter post. 


Calgary. 


1944 Shoe Production 
Shows Slight Decrease 


[CONTINUED FROM PAGE 65] 


pairs, a decided drop from both the 
November, 1944, and December, 1943, 
Output for the year 1944 was 
117,238,254 pairs, 23.5 per cent below 


totals. 


that for the year before. 


Production of misses’ and children’s’ 
shoes was 2,862,043 pairs in Decem- 
ber, lower than the November figure; 
but higher than that for December of 
last year. The 12-months’ production of 
these shoes in 1944 reached 35,574,099 
pairs, an increase of 10.5 per cent over 


that achieved in 1943. 


Infants’ shoe output in December of 
2,418,009 pairs, was lower than the 
in November, but higher 


production 
than that of December a year ago. 


Total for the year 1944 was 28,750,942 . 


pairs, 13.0 per cent above that for 1943. 





Enlarges Cutting Department 
BomsBay, N. Y.—The Shields Slipper 


Corporation has just completed enlarge- 
ment of its cutting department to ac- 
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CASUALS 
NON-RATIONED 
In Stock—At Once Delivery 
Men's and Boy; 









Style 2193! 


Men's Sizes 6-12 
Boys’ Sizes 2-5 
| $2.18 


Terms: Net 10 days 
F.0.B. New York 
Minimum Order 18 prs 


*Fine Brown Duck Upper 
“Raised Moccasin Stitching 
*Long Wearing Rubber Soles 


GERDA FOOTWEAR CO., IN 


158 Duane St. New York 13, N.Y. 


Or er, Ore 


PLAID SHOE LACES 


8 eS 








PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 
$3.60 per gross of 72 pair 
Write for Color Card TODAY 
LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 yom 











commodate the need for addition 
space required for government 
which it is now producing. The othe 
departments in the plant have also bee 
remodeled. 

F. J. Shields, president of the parent 
organization, is also owner of “Sport 
Wear,” an additional factory locate 
here, and formerly operated by C. B 
Shields of Ridgewood, N. J. Operation 
are confined here to the manufactur 
of soft sole natural shearling scuffs 
Mr. Shields also owns and operates th 
Fort Covington Slipper Company, For 
Covington, N. Y., where a line of & 
fants’ footwear is now being prod 
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Williams Heads * 
' Oregon Group 


PORTLAND, ORE. — K. W. (“Ken’’) 
Williams is the newly elected president 
of the Oregon Shoe Travelers’ Associa- 












K. W. WILLIAMS 


tion. For the past twenty years he 
has been affiliated with the Weyenberg 
Shoe Company’s branch office here. 

“Ken” is well known and well liked 
by all of the retailers and travelers in 
the Northwest. He did an outstanding 
job as secretary of the association, and 
indications are that he will continue his 
good work as its head. 

Other newly elected officers are Wal- 
ter Schaub, vice-president, and Bob 
Davis, secretary-treasurer. 

The new officers plan many activities 
for this coming year in collaboration 
‘8 with the Northwest Retailers Associa- 
tion. They also plan an increased mem- 
bership to take an active part in the 
affairs of the association. 












Boston Club Adds 
New Members 


Boston, Mass. — Five new members, 
bringing the membership roster close to 
the limit set by the executive committee, 
were introduced at the meeting of the 
Boston Boot and Shoe Club, held re- 
ently at the Hotel Statler. President 
Francis C. Donovan acted as master of 
ceremonies. 

There were two speakers, Kumar 
Goshal, an East Indian author, and 
Poster Hailey, New York Times corre- 
spondent. The latter reviewed some of 
the major battles in the Pacific of 
which he had been an eye witness; the 
former declared that political freedom 
aad the industrialization of India are 
Recessary if that country is to solve its 

and contribute to the peace 
and security of the world. 


Changes at Bullock’s 


Los ANGELES, CaLIF.—Changes in the 
Downtown ‘department store 


March |, 1945 


ace FF5E | 


mm 








aegeRPae 
















As the Twig is Bent... 


Most foot trouble, according to the American Acad- 
emy of Orthopedic Surgeons, has its beginning in 
infancy and early childhood . .. is largely caused bv 
outgrown shoes and shoes fitted too large. 


To provide as many American children as possible 
with one pair of a size when a size change is needed, 
and to simplify dealers stocks for accurate fitting, 
Baby Deer Shoes and Trimfoot Pre-School Shoes 
with fit retaining “Cuddle-Back” heel construction 
are confined to a “one best” type for each stage of 
foot development from birth to age five. 


Let’s concentrate on fit, not fuss ...sizes, not patterns 
---80 that tomorrow’s citizens can enjoy the blessing 
of sound, healthy feet. 


TRIMFOOT COMPANY « FARMINGTON, MO. 








BABY DEER SHOES AND 
TRIMFOOT PRE-SCHOOL SHOES 





are: K. Ricker has been promoted from 
the women’s shoe salon buyer’s post to 
be assistant to C. R. Helter, who is 
garment division manager. His posi- 
tion as shoe buyer has been assumed 
by John Del Valle, who had charge of 
the Bullock-Westwood village shoe de- 
partment. A new slipper section has 
just been made a separate unit with 
Miss Lola Giledmeister as buyer. 


Moving to Larger Quarters 

Sr. Louis, Mo. — John Arthur Shoe 
Company is moving its factory to new 
and larger quarters at 2500 Ohio Street. 
The new location includes 17,000 square 





feet with a production capacity of 2500 
pairs daily. 

Sales Manager Walter Stein an- 
nounces that the company is switching 
its production from infants’ soft soles 
to high grade children’s cement process 
shoes in the two to eight run. 


To Buy for Portland Store 


PORTLAND, OrE. — The shoe depart- 
ment in the Olds, Wartman & King de- 
partment store which was leased to The 
Schiff Co. is now being operated by the 
store. H. W. Templeton has been ap- 
pointed as buyer for all men’s and 
women’s shoes. 
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RUBBER FOOTWEAR 
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MEN'S SNUGFIT RUBBERS 
Pat. Molded Process assures perfect fit. 
TWO STYLES—CLOG +2068 75¢ pr. 
SANDAL £2070 90¢ or. Terms 2% (6 

le etroit. 24 


F.0.8. or. 
case asst. or solid sizes, 
and \. 






















































MEMBER 


The impressive styling and the fine 
quality of Casuals, the original quality 
casual shoe for men, are unchanging. Dis- | 
criminating men count on them today | 
LO@s ANGELES, 15 





al th: } ellen shops 
[ 6.95 


SWANKIES, INC. 








Shoe Man Subject 
Of Moving Picture 

NEw YorK.—A shoe man has made 
the movies. H. G. Fields of Philadel- 
phia is the subject of a Universal Pic- 


tures’ short headlined by and titled 
“Broadway Farmer.” Mr. Fields got 





Mr. Fields, shown with part of his 
collection of ill-fitting shoes. 


into the movies through his collection 
of shoes which he has accumulated dur- 
ing his years as a dealer in corrective 
shoes in Philadelphia. In the last 20 
years he has collected more than 400 
examples of the most ill-fitting foot- 
wear to be found in the world. 

The materials in Mr. Fields’ collec- 
tion range from silver, pewter and 
leather to wood, Dresden china, bisque 
and majolica. The ‘bisque shoe is so 
small it looks as though it might have 
been Cinderella’s missing slipper. Of 
course no ration coupons are needed for 
these models, but the collection repre- 
sents a cash outlay of more than $5,000. 

Among the items examined in some 
detail in the picture are a pair of rain 
slippers from Persia inlaid in silver 
and pearls and built on stilts to keep 
the wearer dry and also to add height 
and dignity. 

Sometimes other items besides shoes 
creep into Mr. Fields’ collection, but 
they all have a shoe motif. A big pew- 
ter stein decorated with shoes and the 
figure of a shoemaker at his bench 
which was presented to a Viennese 
shoemaker in 1713 in honor of his 
skilled workmanship is among the items 
of this type. The picture also shows a 
Russian boot worth $500, another of 
Mr. Fields’ prizes. 





Adds to Insurance Plan 


New York, N. Y.—The group insur- 
ance plan of the Novelty Slipper Com- 
pany, Inc., Port Jervis, N. Y., has been 
enlarged to provide its employees with 
insurance for death or dismemberment 
by accidental means and surgical oper- 
ation benefits. 

The new provisions are being under- 
written by the Metropolitan Life Insur- 
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WESTERN BOOTS 








APPROVED UTILITY STYLE 
GENUINE GOODYEAR WELTS 


$615 






e SOLID COLOR 

e ALL BLACK o 

e ALL BROWN 
Solld Leather Soles 


FANCY 
EMBOSSING 


Ne. 3820 Grows 
Ne. 3822 Black 
SIZES 6-12 
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ARNOFF SHOE CO.,INC., 101 Duane St..N 





ance Company on a basis whereby the 
employer bears the entire net cost. 
As the plan now stands, employees 
receive $1,000 to $2,500 life insurance, 
an equal additional sum for death or 
dismemberment by accidental means, # 
to $6 a day when hospitalized and up to 
$150 in surgical operation benefits. 
Also included in the plan is visiting 
nurse care, for insured workers living 
in areas where the insurance company 
maintains its visiting nurse service. 
This service is supplemented by the dis- 
tribution of pamphlets on health con- 
servation and accident prevention. 





Shoe Store Remodeling 


San ANTONIO, TEX.—Zimmermann’s, 
one of San Antonio’s leading stores for 
women’s and children’s shoes, has in- 
augurated a remodeling program where 
in the second floor, on cony 'etion, will 
be given over entirely to women’s shoes, 
while the first floor will be reserved ex- 
clusively for children. 

The store is being laid out in a pat 
lor-type plan whereby shelving will be 
concealed, fluorescent lighting installed, 
and a gilassed-in staircase of unique 
design will be an added feature. New 
fixtures and furnishings are 
planned which will serve to make this 
store one of the leading stores of @ 
kind in the Southwest. ‘ 

Zimmermann’s was established in 1942 
as an exclusive children’s shoe shep 
and today has a large juvenile depart 
ment. Later women’s shoes were a 

Four brothers are owners of the 
ness: John, Lou, J. B., and Paul, wit 
is in the service. ; 
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KEEP Graehed CLEAN 


Clean brushes last longer and do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean: 
ed at least twice a day. 





Another way to get maximum 
service fromi a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
eficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 





WHY CONSERVE? 
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USE ALL OF THE S2aek 











USE Sraehked CORRECTLY 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 
tles causing them to cut against 


each other. 









THIS 





Brushes not in use should be kept in a dry 


box, closet or stéreroom with plenty of 


moth repellent. Bristle and hair are both 


favorite foods of the moth. 






TAKE GOOD CARE OF WHAT YOU HAVE 
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**OUT-DOR-EES** 
NON-RATIONED 


CALIFORNIA process-PLAYSHOE 








$9.” 
2: poir 
Ee Chien 


Gabardine 4 eyelet oxford with 
Vinolyte sole—fiexible. Colors: Red 
—Beige and White. 


Sizes 4 to 9 packed 36 te case. 
Steinem orders queapted 16 pre. per 


Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 


































MEN'S SHOES 

















Obituaries 





John O’Connor 


CuIcaGo._John O’Connor, president 
and co-founder of the shoe firm of 
O’Connor & Goldberg, died February 25 
in Henrotin Hospital, here. Mr. O’Con- 
nor came to Chicago at the age of 18 
and went to work as a bundle boy in a 
shoe store in the Loop. He eventually 
became manager of the store, and while 
there met Julius A. Goldberg, with 
whom he opened the first O-G store in 
1903. Mr. Goldberg died some years ago. 

Mr. O’Connor leaves his widow; two 
sons, John, Jr., and Staff Sergeant 
Richard G. O’Connor, now in the Phil- 
ippines, and two daughters, Miss Alice 
O’Connor and Mrs. William H. Harri- 
son, Jr. 


William M. Lee 

RICHMOND, IND.—William M. Lee, 
age 67, manager of the Health Shoe 
Shop, here, died recently. He was 
buried at Nashville, Tenn., in the coun- 
try where he was born. Surviving are 
his widow, Mrs. Emma Bennett Lee; his 
sons, Clifton, a superintendent of the 
General Shoe Corp.; George, Weyen- 
berg Shoe Company; Jay, engineer, 
Natco Company. 

Prior to his employment with Health 
Spot in 1941, Bill Lee served in execu- 
tive positions for several shoe manufac- 
turers in Milwaukee, St. Louis, La Porte 
and other cities. 


Harris M. Barnes 


MELROSE, Mass.—Harris M. Barnes, 
79, former shoe salesman and manu- 
facturer, died recently at his home 
here. At one time he was associated 
with Burley & Stevens of Newburyport, 
Mass., traveling South for the firm. 
He had also carried the Ault-William- 
son line in New York and had been 
connected at one time with the G. I. 
Melanson Co. of Lynn. 

Mr. Barnes had been in the shoe busi- 
nes for 60 years. He had served as 
president of the Southern Shoe Travel- 
ers’ Association. 

Survivors are his son, G. A. Barnes, 
and one daughter, Mrs. Lillian B. Lunt. 





John Edward Downes 


CINCINNATI, OHIO. — John Edward 
Downes, 81, former, Cincinnati retail 
shoe merchant, died at his home re- 
cently, following a long illness. He was 
an invalid since injured in a traffic ac- 
cident five years ago. 

He was a member of the Cincinnati 
Club and the Episcopal Church. 

His widow, Mrs. Lyman Downes, sur- 
vives. , 


Charles F. Wheeler 


CAMBRIDGE City, IND. — Charles} 
Wheeler, 73, who for several 
owned and operated a retail shoe 
here, died recently at his home, 
death being the result of a stroke, 
was widely known to the trade in ¢ 
section of the state and is survived ly 
two sisters, a brother and a niece, } 
was a member of the Masonic f 
nity. Burial was in a local cemetery, 





Edgar Bettmann 


CINCINNATI, OHIO. — Edgar 
mann, 78, retired shoe manufacture, 
who formerly headed the Bettm 
Dunlap Company, died here recently; 
He had been in business for 40 yean 
prior to retirement in 1927. 

He was a member of the Cincinnati 
Club, the Phoenix Club, the Losantivilk 
Country Club and the Cincinnati She 
and Leather Club. He leaves a so, 
Dr. Bernard Bettmann, Gallipol 
Ohio; a daughter, Mrs. Charles Siegal 
Cincinnati, and two grandchildren. 





Martinue H. Christensen 


SEATTLE, WASH.—Martinue H. Chris 
tensen, shoe dealer of Beacon Avenue, 
Seattle, died recently at his home her, 
aged 74. Funeral services were unde 
auspices of St. John’s Danish Luthera 
Church, with burial in Mount Pleasant 
Cemetery. 

Born in Denmark, Mr. Christensa 
emigrated to the United States in 1902, 
for the past 29 years operating a she 
business on Beacon Hill of this city. 
Besides being a valued member of th 
Danish colony in Seattle, prominent i 
Danish affairs, and a member of & 
John’s Danish Lutheran Church ani 
the Danish Brotherhood of Salt Lak 
City, he was also a member of the Fre 
ternal Order of Eagles of Seattle. 

Besides his widow, Mrs. Thomin 
Christensen, he leaves a brother & 
Denmark. 


Abraham Meyers 

FRESNO, CALIF. — Abraham Meyers, 
a retired shoe store owner, died tf 
cently in a Fresno rest home. He wa 
77 years old and is survived by five 
sons and two daughters. 








Pvt. C. J. Short 


JACKSONVILLE, Fia.—Private C. J. 
Short, 21, former assistant manager @ 
Roy Logan Shoe Store, was killed 
action in France, recently, relative 
here have been notified. Private Shor 
is survived by his parents, Mr. aml 
Mrs. C. H. Short, and four sisters. Ht 
entered the service January 11, 194, 
and went overseas in May, 1943. 
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Better Children's Shoes 


Are recognized as a sound investment in every 
store. Over 46 years of successful shoemaking 
is the foundation of ALTSCHUL quality. 


Typical of our shoes for little folks is K1510. 


While total production is allocated to our pres- 
ent customers, our post V-Day program will 
interest you. 
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sovnotod 


NATURE'S OWN 
SADDLE ARCH 
PROP-R-FORM 
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oa Quotas Received for 
4 Red Cross Drive 


New YoRK.—A quota of $11,200,000, 
more than 52 per cent of the goal of 
the Red Cross 1945 War Fund of 
Greater New York, was accepted re- 
cently by William B. Given, Jr., chair- 
man of the Red Cross Manhattan Com- 
n merce and Industry Committee which 
will carry its fourth wartime appeal 
to the city’s commercial houses, manu- 
facturing establishments and to the 
financial world. 

In accepting the quota, Mr. Given 
notified Jarvis Cromwell, Red Cross 
tampaign chairman for Manhattan, 
that the Commerce and Industry Com- 
mittee has completed the formation of 
45 fund-raising divisions, each headed 
by a leader in the commercial or indus- 
trial field he represents. Mr. Given de- 
dared that the Commerce and Industry 
Committee is at least 30 days ahead of 
the 1944 timetable in its organizational 
setup. Supporting these division chair- 
men will be 4500 committeemen who 
will carry the Red Cross appeal to the 
thousands of factories, stores, banks 
and other establishments which com- 
pose Manhattan’s business and indus- 
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try. 

Mr. Given declared that the Com- 
merce and Industry quota represents 
“the necessary minimum of dollars. The 
need of the fighting forces is - still 
greater. 

“The fund-raising campaign,” he 
said, “will not be slackened by an early 
attainment of the quota, but will con- 
tinue until there has been complete 
coverage of Manhattan industry.” 

He also emphasized that the amount 
his committee seeks will represent only 
corporate and firm gifts. Those of ex- 
ecutives and employees will be listed 
in a separate category. 
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Stein Named John Arthur 
Sales Manager 


Sr. Lours, Mo.—Walter Stein recently 
me sales manager of the John 
Arthur Shoe Company, one of St. Louis’ 
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Develops Store Lighting Unit 


CuHiIcaGco.—Matt B. Adrian is now 
head of M. B. Adrian & Sons, X-Ray 
manufacturers, at 3402 Pierce Avenue, 





MATT B. ADRIAN 


Chicago. He has also developed a win- 
dow and store lighting unit which elimi- 
nates shadows and on which he expects 
to go into extensive production as soon 
as wartime restrictions are lifted. 





more recently organized manufacturers 
of infants’ shoes. The business was or- 
ganized in 1943 by John Gottlieb and 
his son Arthur, now in the armed forces. 
Mr. Stein was with Wolff-Tober Shoe 
Manufacturing Company for sixteen 
years, the first ten as office manager 
and the last six as sales manager. 





Boston Travelers Announce 
Addition of Associate Members 


Boston, Mass. — The addition to the 
regular membership of IOI associate 
members, all of them retail shoe men, 
was announced at a special meeting of 
the revitalized Boston Shoe Travelers 
Club, held recently at the Parker House. 

President Leon Kelly announced that 
the next meeting has been scheduled for 
some time in April and that plans have 
been made to hold a banquet next No- 
vember in connection with the Travel- 
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Saving Shoe Show at the Parker House 
tentatively scheduled for that month. 


Report Net Profit of $167,232 


St. Louis, Mo.—Johnson-Stephens & 
Shinkle Shoe Company reported net 
profit for the fiscal year ended Novem- 
ber 30 of $167,232, equivalent to $1.41 
a common share, compared with $226,- 
875 or $2.05 a share in the preceding 
fiscal year. Provision for income taxes 
and excess profits tax, less postwar re- 
fund, $381,072, against $499,259. Net 
sales were $5,966,626, against $6,- 
019,207. 
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SHEARLINGS 


LO ee 





COLORED 


and 


EMBOSSED 


ON YOUR SKINS 
(Any color you may desire) 


We have been servicing 
the fur industry for more 
than 20 years and now 
are ready to serve the 
shoe industry. Colored and 
embossed shearlings are 
tremendously popular in 
bootees and slippers. 


If you will submit your in- 
quiry to us, we will be glad 
to give you full details. 


POLAR FUR DYEING CO. 


144 WEST 27TH STREET 
NEW YORK I, N. Y. 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town “C*' Well 


M. K. WEIL SHOE CO. 
ve STetOUS 3. MO. 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO., Inc. 
Worth 2-5180-1 
79-81 Reade St., New York 7, NM. Y. 

















Lester Pincus to Open 
New Offices 


New YorkK.—Lester Pincus Shoe 
Corp. is opening a suite of offices in the 
Security Building, Chicago, Ill., under 
the supervision of Jack Goodman, Mid- 
western representative of the firm. 
This office will be the central office in 
the Midwest. 

Offices have also been opened in Dal- 
las under the supervision of Hy Feld- 
man, and in St. Louis under the 
supervision of Jon Roos. These facts 
were incorrectly stated in a recent is- 
sue of Boot AND SHOE RECORDER. 





To Open New Units 


Eutmma, N. Y.—Liberty Shoe Com- 
pany, here, plans to open several new 
units in New York State and Pennsyl- 
vania in the near future. Julius Ep- 
stein, proprietor, has completed negotia- 
tions with a number of nationally ad- 
vertised lines which he intends to in- 
troduce into his stores. 





To Hold Weekly 
“Open House” 


New York—The Shoe Club has 
designated Tuesday night as “open 





Shoe Man Receives 
Army Promotion 





Peterborough, N. H.—Herbert W. Col- 
lier, proprietor of Collier's Shoe Store, 
here, has been promoted from private 
first class to corporal in the “Flyin 
Dragon" Combat Camera Unit of Maj. 
Gen. C. L. Chennault’s 14th Air Force in 
China. He has been overseas eight 
months. His father and mother, Mr. and 
Mrs. William Collier, are spending the 
winter in Florida. Mr. Collier is asso- 
clated with his son in the Peterborough 
shoe store; he has been in the shoe busi- 
ness for 33 yeers. 





house” for shoe men in New Yor 
Card games, ping pong and social ¢op, 
tacts will feature these evenings whig 
the club hopes to establish as a reguly 
part of the weekly program of its mem. 
bers. Object is to build up an aj. 
around club, to furnish opportunity fm 
business and social contacts in the sho 
trade. 





Increased Demand for 
High-Style Quality Shoes 

DULUTH, MINN. — The shoe depart 
ment of M. C. Aibenberg Co. reports 
a swing away from the more sensibk 
type of lower heel street and work shoe 
to the high heel, open shoe of fin 
leathers—the high-styled quality shoe, 
The store attributes this to the faet 
that women who have been wearing 
work clothes for many months are feel. 
ing a reaction and are looking for th 
completely feminine shoe to wear when 
their day’s duties are concluded. 

In the department national brands of 
high quality are frequently displayed 
according to brand, but occasionally, to 
add interest, they are shown in group 
displays according to color. 





Complete Fiftieth Year 


Boston, Mass. — I. Cohen & Sons, 
Inc., here, has completed fifty years in 
business under the same management, 
The founder, Isaac Cohen, died in 1930, 
and three sons, Max, Jack, and Hyman, 
now operate the business, which sells 
a general line of men’s, women’s and 
children’s shoes. 


Stocks Said to Be Sufficient 


JACKSONVILLE, FLA.—According to & 
report by Chauncey W. Butler, district 
director of the OPA, who has made a 
survey of local shoe stocks, stocks now 
in the hands of dealers in the Jackson- 
ville area are sufficient to honor all 
valid stamps held by civilians. He said: 
“It may not always be possible to find 
the exact type or style that is preferred, 
but there are enough shoes for every- 
one.” 


Sales Up in Texas Stores 


San ANTONIO, TEX. — With Spring 
just around the corner, and hot, sunny 
days replacing the recent cold, damp 
weather, retail shoe sales have shown & 
sharp increase, with non-rationed types 
in a variety of styles and colors hav 
ing the preference. 

In 1944, the retail shoe stores of San 
Antonio enjoyed one of the best vol 
umes of business in their history. Not 
only was there a substantial increase in 
total dollars and cents volume, but the 
average sale was advanced approxi 
mately $1.13. Dealers are now looking 
forward to good business during the 
first quarter of this year, and are mak 
ing their plans accordingly. 
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New Edition 
1945 


$2.00 Fos" 


Directory of 


Shoe Manufacturers 
42nd ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket (2% x 5%) 
Many More Changes Than Ever Before 


ORDER TODAY 





Tel. Liberty. 0190-0520 


~ AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 
BOSTON 11, MASS. 
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over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen years “WANTED 
PURCHASE” space is the record for one of our ad- 
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Classified Advertising Dept. 


a“ 
sf 


TO 


N. Y. 





















Seven Girls Sell 
Shoes at Oreck’s 


DuLUTH, MINN.—Seven girls fit shoes 
in the smart shoe department of 
Oreck’s, here. “We have been training 
gris for two years,” said W. C. 
Pharaoh, manager of the section, “and 
we find that they work out well. They 
get around fast, are adaptable, and are 
easily trained in courtesy to customers. 
Of course, today not much salesmanship 
is required to sell shoes. A sales person 
has merely to learn the sizes and their 
location in stock and the principal part 
of selling is taken care of. But the 
girls show interest in their work and 
do very well in satisfying customers.” 

The salesgirls wear uniforms con- 
fisting of dark blue slacks and trim- 
fitted jackets, which are supplied by 
the store. The uniform is attractive 
and helpful to the girls sitting to fit 

as there are no skirts to trail 
® floors. All of the girls are young 
and are of slight build. 

One man besides Mr. Pharaoh com- 
pletes the sales personnel of the de- 
partment. . 

The store carries high-styled shoes 
of famous brands, priced from $6.95 to 

5. Much business comes from 
Young customers between twelve and 
— another reason why the girl 

tales help fits in so well in the depart- 
ment, for the girls know youthful styles 
and preferences and are able to offer 
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helpful suggestions to their customers. 

Oreck’s shoe section is unusual, with 
curly maple panels on walls and pillars 
giving distinction to the department. 
Seats have two-toned upholstering, and 
rugs are soft green and wine. Display 
niches, well lighted, are placed about 
the department. Modernistic glass 
shelves hold other displays. 

To simplify customer-buying, dis- 
plays are made according to brand. 
They are flexible, allowing frequent 
change to maintain interest. 

California play shoes and house 
shoes are shown on a low display unit, 
made up of ordi -boxes and covered 
with an artificial grass mat, which is 
placed on the floor in a spot where the 
shoes will receive the most notice from 
visitors to the section. Effect is of a 
low mound. The bright shoes show off 
effectively against the green back- 
ground. According to Mr. Pharaoh, the 
shoes thus displayed move rapidly. 


Sandals Preferred by 


Women Shoppers 


CASPER, Wyo.—The weather has 
been at that uncertain stage, with one 
day like Spring, and the next, Winter 
again. Shoe stores here are showing 
various styles to suit each kind of 
weather. Pumps and oxfords still hold 
a prominent place in displays, but a few 
more sandals and low-cut styles are be- 
ing stressed now. 





Manager Walt Wolford, of Phil 
Woods, Inc., says that sandals are the 
style most frequently asked for now, 
and are currently the most popular. 
The same situation prevails in all 
stores. The majority of women shop- 
pers still choose a shoe for its beauty 
rather than for its practicability. 

Quotas of children’s shoes are sold 
out at Woods’ within two to three 
weeks after arrival. Very few Spring 
styles in women’s shoes have been re- 
ceived, with some orders still due which 
were expected last June. The demand 
for hosiery still exceeds the supply. 

Late shipments of overshoes are still 
being received at several stores. How- 
ever, there will undoubtedly still be 
enough inclement weather to maintain a 
continued demand for overshoes. 





Community-Wide 
Clearance Sale 


MANCHESTER, N. H.—Several shoe 
stores and department stores with big 
shoe departments participated in a 
“community-wide clearance” recently 
under sponsorship of the Retail Mer- 
chants’ Division of the Manchester 
Chamber of Commerce for “houseclean- 
ing of surplus stocks, broken lines and 
accumulated odds and ends.” 

They included the George B. Dodge 
Shoe Co., Bon-Ton Kiddie Shoppe, 
Floyd’s, James W. Hill Co., Leavitt's, 
McQuade, Inc., and Pariseau’s. 
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SALESMEN WANTED 





HELP WANTED 


POSITION WANTED | 





Essential Workers need Release Statements 





Essential Workers need Rel. Se. 











WANTED: SALESMAN, who knows the 

territory, to cover Texas, Louisiana and 
Flerida, carrying women’s novelty and casual 
shoes, on strictly commission basis. No objec- 
tion to non-conflicting sideline. Address Box 
#490, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





SALESMEN: Carry Pocket Sideline White 

Shoe Cleaner; excellent results; profits good. 
ALLEN BURNS COMPANY, 93 Inwood 
Place, Buffalo, New York. 





SALESMEN TO CARRY LINE OF HIGH 

GRADE Men’s, Women’s and Children’s 
House Slippers, Play Shoes, and Children’s 
Shoes for large, wholesale concern. Eastern 
and Southern territory available. Will consider 
resident men only catering to better grade 
stores. Address Box #486, care Boot & Shoe 
— fe 100 East 42nd Street, New York 17, 





LINE WANTED 


Essential Workers need Release Statements 


PACIFIC COAST. Outstanding Shoeman, 

39, Los Angeles, resident, desires manufac- 
turers’ lines in Women’s and Juvenile Welt and 
Playshoes. A-1 references. Looking for perma- 
nent connection with reputable firms. Address 
Box #494, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 











FOR SALE 


S TOCK OF MEN’S, WOMEN’S, AND 

CHILDREN’S SHOES, good, popular Priced 
brands. Also counters, tables, register, safe, 
chairs, showcases, shelving or wood from shelv- 
ing and other items contained in shoe store. 
Reason for selling — must vacate building. 
Write: ROSENBLUM’S STORE, CARTH. 
AGE, MO. 








WANTED TO PURCHASE 


S HOE STORE WANTED: Established, New 

York or Eastern States. Write full partic- 
ulars. Address Box #493, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 





HELP WANTED 


Essential Workers need Release Statements 
SHOE SALESMAN . . . Earn $300.00 to 
$500.00 month in the STYLE SHOP 
OF THE SOUTH. eT $50.00 
per week guaranteed. THE 
SHOE CO., San Antonio, Texas. 




















RETAIL SHOE FITTERS 


OUR NATIONAL ORGANIZATION 
OFFERS OPPORTUNITY 


for men and women with retail shoe experi- 
ence to build real career for now and postwar 
in our expandi Chain of modern shops. 
Openings in "Ghicago, Dayton, Detroit, 
St. Louis, Minneapolis, and other cities. Such 
benefits as free hospitalization insurance, va- 
cations with y¥, @ policy of advancement 
from the ranks with chance to manage or 
own shop later if you have qualifications. 
Write full details of experience, age, etc., to: 


MR. GRIGSBY 


DR. SCHOLL'S FOOT COMFORT SHOPS, Inc. 
213 West Schiller St., Chicago 10, lilinois 








SHOE DEPARTMENT MANAGER 
LARGE RETAIL STORE IN PITTSBURGH 


op: 
details of experience and salary requirements to 


Address +483, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








DUST COLLECTING ENGINEER 


Dust Collecting Salesman for wood, shoe- 
making and foundry plants, etc. Must 
have experience in designing and layout; 
also knowledge of fan engineering. 


ddress 2484, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








MANAGERS 


Retail Shoe Chain, splendid op- 
portunities for experienced Man- 
agers with large, progressive 
Shoe Corporation. Our post-war 
—y have created several excel- 
ent opportunities. In y give 
complete detail of experience. 


Address #476, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 











17, 4. Y. 
ATTENTION, RETAIL SHOE SALES 
MEN: There is a wonderful in 
Health Spot Shoe Shops for men shoe re 
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| | DO YOUR POSTWAR PLANNING NOW! 


BUYER-MANAGER — now in overseas ser. 
vice, interested in postwar purchase of part 
interest in higher priced Women's Novelty 
Shoe Concern. 

} 29 Years of age, with 5 years’ experience 
in selling Style Shoes ($6.95 and up), at 
Nationally known retail Shoe and Department 
Stores. Although familiar with operational 
phases, is primarily interested in selling due 
to exceptional proven ability. 

Is desirous of contact with small established 
firm or private owner who has thought of 
retiring from active business. 

Would like salary basis for two years, with 
opportunity of acquiring junior partnership or 
similar allied arrangement. 


Address #495, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York (7, N. Y. 








ARE YOU LOOKING 
FOR A SALESMAN 


to do your styling and merchandising 
and sell the entire output of your fac- 
tory? Am now doing business with all 
volume shoe buyers throughout the 
United States — including Wholesale, 
Mail Order, Chain and Department 
Stores. Also have connections with 
outstanding reputable sources for raw 
materials. Available for immediate in- 
terview. 

Address #485, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 














MANAGER OR DEPARTMENT MANA. 

GER—Young Man, thoroughly i 
in shoe retailing; draft deferred; ambitious, 
aggressive; with excellent sales record, wishes 
position as er of a shoe store or depart 
ment in Metropolitan area. Excellent refer 
ences. Address Box #473, care Boot & Sho 
a a 100 East 42nd Street, New York 1), 
i: ee 





TTENTION WOMEN’S SHOE MANU- 

FACTURERS! Available, April first, top 
notch factory executive and volume sales pro 
ducer. Adaptable large or small organization. 
Age 46. Excellent references. Address Bas 
#491, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


RETAIL SHOE EXECUTIVE, 43; married; 
now employed; life-time experience buying 
and managing stores; thorough knowledge of 
selling, merchandising and personnel training; 
desires permanent connection with progressive 
organization. Will consider any locality. Adé 
dress Box #489, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


MAN. 35: YEARS; DRAFT DEFERRED, 4 
years shoe business; college graduate, wants 
position as Buyer. Go anywhere. Florida pre 
ferred. Address Box #488, care Boot & Sho 
Recorder, 100 East 42nd Street, New York 1, 
N. Y. 











WAREHOUSE MANAGER, 20 years with 
nationally known shoe chain. Knows die 
tributing and shipping thoroughly. Reliable; 
A-1 reference. Address Box #482 care Bost 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








Classified advertising is pays 





For all 
When a number is desired twelve 
address is be counted 
The rate for ail dispiay 


CLASSIFIED ADVERTISING RATES 


“Position and Lines Wanted” 
75 other 


advertisement is 4 cents 


be added for the address. 


classified advertisements i inch with a maxi of 46 words. 
4 @ $5.00 an in a mum 


Advertisements for this page must be in eur New York Office 10 deys preceding publication dete. 


per word for all undisplayed advertisements 
advertisements the rate is 7 cents 


word. Mini $1.2. 
In ail other Bg 4 ab the 


—_— 








Boot and Shoe Record# 











sugges 
solutio: 
crease 
sion of 
juvenil 
ing of 
size. 
OPA 
special 
this su 
shoes 
égains 
curren 
Indu 
rationi 








—, 











POSITION WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 





‘MANAGER, over fifteen years’ experience, 
Merchandising, Unit Control, Advertising 
Store and Department op- 





WANTED TO PURCHASE 
WISCONSIN FAMILY SHOE STORE 

WANTED; deal; Central Wisconsin 
preferred. Address Box #471, care Boot & 
Shoe Recorder, 100 East 42nd Strect, New 
York 17, N. ¥. 


WANTED TO BUY, for cash, Shoe Store in 
Southern California, Los Angeles or vicinity. 
Prefer 
lines. 
only. Private individual. 
care Boot & Shoe Recorder, 
Street, Chicago 4, Ill 








one carrying branded, popular priced 
Can be a family or Women’s Store 
Address Box #487, 
209 So. State 





[ NTERESTED BUYING SMALL SHOE 
STORE STOCK; Department Store or Ex- 
dusive Store, from party wanting retire, sell 
or lease. Address Box #492, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 





Washington Newsreel 


[CONTINUED FROM PAGE 44] 


sole leather and the granting of in- 
creased quotas for the manufacture of 








3 


eZ 
§¢ 


| Eres 


TREFE] SEF 


the types of shoes that were critically 
short. 

Thinking along these lines, the Task 
Committee headed by L. V. Hershey, 
Hagerstown Shoe & Legging Co., has 
been studying the problem and is ezx- 
pected to present remedial suggestions 
at the next meeting of the industry ad- 
visory committees in early March. 
Other members of this committee are 
B. A. Gray, International Shoe Co., 
J, L. Moran, Moran Shoe Co., H. 0. 
Toor, H. Jacob & Sons, and H. B. Gess- 
ner, La Marquise Slipper Co. 

While no official report of this com- 
mittee’s work has been made available, 
it has been learned that the following 
suggestions have been made as possible 
solutions: an immediate 10 per cent in- 
crease in material allotments; exten- 
sion of the 48-hr. week throughout the 
juvenile shoe industry; and the ration- 
ing of all leather shoes, regardless of 
size. 

OPA has already announced that a 
special form will probably be issued 
this summer for an additional pair of 
shoes for children, to protect adults 
égamst unnecessary loss of their ration 
currency. 

Industry suggestions include the 
rationing of all leather shoes; reduc- 
tions in the quantity of non-rationed 
slippers, handbags, luggage, etc., that 
are being produced, since it has been 
reported that these industries are tak- 
ing manpower away from shoe fac- 
tories ; and the restriction of bacon rind 
pigskin to juvenile footwear, since this 
material is finding its way into women’s 
novelty type play shoes. 














The OCR policy is to make juvenile 
thoes available on the basis of three 


March 1, 1945 





1326 Washington Averue—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


convert into cash aad ration currency 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE Co. 








BARIS BUYS 


Quality Shoes for Men, 
Women and Children 


FOR CASH. 
BARIS SHOE CO.., Inc. 
Worth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 


SELL YOUR SURPLUS STOCKS 
KIRSCH-BLACHER CO., INC. 
established 1915 


108-110 Duane Street, New York 
Phone: WOrth 23-5877 and S878 and S579 
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SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade $t., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 














WE BUY 


SHOE STORES 


FOR CASH 
BARSH & CEASAR 


‘| 4th S* Phile P< 

















WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








WE BUY : 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 1-788t 





























pairs a year, even though this requires 
a reduction in the number of shoes 
available for men and women. 

Despite industry protests, it appears 
that based on past WPB experience 
with other programs the only way to 
definitely solve this problem is to issue 
a directive requiring manufacturers to 
produce the required quantity of juve- 
nile shoes. As has been previously re- 
ported on this page, this plan is being 
gwen much consideration. 





Juvenile Manufacturers 
To Meet in St. Louis 


St. Louis — A meeting of juvenile 
shoe manufacturers will be held in the 
Statler Hotel, Tuesday, March 6, begin- 
ning at 10 a. m., under the auspices of 
the National Shoe Manufacturers Asso- 
ciation. Representatives of the War 
Production Board and Office of Price 
Administration will be in attendance, 
and the purpose of the meeting will be 
discuss the future outlook with refer- 





ence to juvenile shoes. 


TRADE LITERATURE 


Shows Backing Uses 
In War Effort 


The vital part that backing made 
with synthetic adhesives is playing in 
many phases of America’s war effort is 
told in dramatic pictorial fashion in an 
eight-page photo offset pamphlet pub- 
lished by the Acme Backing Corp., of 
Brooklyn and St. Louis. 

Use of waterproof backing for sheets, 
for hammocks used in tropical climes, 
for jungle beds, gas masks, raincoats, 
ponchos, military maps, table cloths, 
camouflage cloth and a wide variety of 
other Army, Navy and Marine Corps 
necessities is illustrated by striking 
photos taken on many fronts. 

“Acme Backing Way Up Front” is 
the title of the pamphlet, a copy of 
which may be obtained by writing the 
Acme Backing Corp., Meadow and 
Bogart Streets, Brooklyn, 6, N. Y., or 
Hadley and Mullanphy Streets, St. 
Louis, 6, Mo. 











B-1—Red and blue 
eceler berder on 
white beard— 
price in black. 


pong tr | pe Ren grna 
yellow stars 

ae board — 

price in black. 


bee b fon yon en 
white beard— 


price in 


12 Doz. — $2.50 


Patriotic Price Tags Add Color and Eye Appeal to WINDOW ie 


Ee 


Great Little Time Savers 
Size 156”x214”—109 different prices in stock 


6 Doz. — $1.70 


CANADA 12 poz. — $2.80 


With Store Name Imprinted: 
144 Tickets—$4.25 


Any selection of prices desired 
Check with Order Please 


DISPLAY CARDS: 75c¢ Each; 3 for $1.85 


black. 


List of texts to select from will be sent on request. 
Detailed Information on Monthly Service at Your Request. 





MERCHANTS’ SERVICE DEPT., 


BOOT and SHOE RECORDER, 209 S. State St., Chicago 4, Ii 
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—here's how to get 
More Business! 


tine Vincent yy Idea Clipping 

Each So file fille saa ding to “what 
accor 

S = hordes. fled usually request 

retail ads; manufacturers usually 

want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use cou below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 
Please tell me more about your news- 


poper ad clippi service and special 
short term trial offer. 

















U. S. Shoe Corp. Declares 
Dividend 

CINCINNATI, OHIO.—A special divi- 
dend of 50 cents per share on new capi- 
tal stock, payable April 16 to holders 
of record April 5, was voted by direc- 
tors of the U. S. Shoe Corporation re- 
cently. The announcement followed 
approval by stockholders at their an- 
nual meeting to change the company’s 
capitalization from 9,000 no-par shares 
to 237,721 common $4 shares. 

Joseph S. Stern, president, informed 
stockholders that despite the fact that 
the firm is not a war industry, it has 
been placed on a stronger basis with 
its customers during the last three 
years than at any time in its history. 
He disclosed that when normal condi- 
tions were resumed the concern would 
be able to expand. 

Directors re-elected were: J. J. 


“r 


Smith, Joseph S. Stern, A. B. Cohen, 
Alvin. Salinger, J. J. Smith, Jr., Alfred 
M. Cohen, J. B. Reynolds, and Harold 
R. LeBlond. 

Board officers renamed were: J. J. 
Smith, chairman; Mr. Stern, president; 
Mr. Cohen, vice-président and general 
manager, and Mr. Salinger, secretary- 
treasurer. 


Canadian Footwear Production 
Increased in 1943 


OTrawa, ONTARIO. — Total value of 
products manufactured by the Canadian 
leather footwear industry in 1943 
reached $75,584,000, an advance of 
nearly 12 per cent over the preceding 
year’s figure of $67,649,000. This total, 
which was a new high, included boots 
and shoes to the value of $75,145,180; 
gloves, Army anklets, insoles, snow- 
shoes, and Indian craft valued at $355,- 
755, and custom and repair work, 
$83,019. 

There were 33,927,621 pairs of boots 
and shoes produced during 1943 com- 
pared with 33,066,389 in the preceding 
year; average price per pair advanced 
to $2.21 in 1943 from $2.03. The num- 
ber of pairs of men’s boots and shoes 
made during the year was 10,117,982 
compared with 10,207,188 in 1942; 
boys’ and youths, 1,493,169 compared 
with 1,258,095; women’s, 15,852,454 
against 15,711,546; misses’ and chil- 
dren’s, 4,021,146 compared with 3,965,- 
630, and babies’ and infants’, 2,142,870 
compared with 1,923,930. 


Expect Big Spring Season 

CINCINNATI, OHI0.—Cincinnati shoe 
retailers expect an early demand for 
the Easter and Spring season on the 
basis of current inquiries and customer 
reaction observations. 

Plenty of money still prevails in the 
Cincinnati retail area, with buyers, par- 
ticularly women, striving to get the best 
money will buy as long as they have 
the cash. Unless unseasonable weather 
should hamper the present outlook, re- 
tailers believe that a big Spring season 
is in the offiing while merchandise holds 
out. 


FIT COMES FIRS 


with the original 
SHOE DOCTOR SHRINE 


Radler type devices 


slip at the heel, or gap 
the sides. Any fullnes 
1 00 wrinkles in leather or fa 
$ _ ric are easily shrank 
Curved type Irve out harm. 
Special combination offer 
included in above prices). 


Send your order or write for detafi 


E. C. SMELTZER CO. 


t21 EB. Gist Street, indianapolis, I 


$32.50 ( 











Enlarge Shoe Department 


YAKIMA, WaSH.—Spacious new qu 
ters have been chosen and equipped f 
a new shoe department of the Bart 
Woodin department store, here, since 
has become a unit of the C. C. Ané 
son Co. Stocks are being moved 
the old location to the department 
the street floor, and many lines are 
ing added. Slippers will be featu 
along with work and dress shoes 
all members of the family. 


Adopt Medical Insurance F 


MANCHESTER, N. H.—The Bee 
Shoe Co. has enrolled its personnel 
the Blue Cross, non-profit medical 
surance plan. 

The Commonwealth Last Co., 
employees already belonged to the : 
Cross, added the surgical division ' 
the Blue Shield. 
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